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ONE-MAN 
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New low-cost life insurance 
means new Business Security 





Without you, debts or absence of your managerial skills 
might mean that someone else — not your family — will take 


a a over your one-man business. 
F Special funds with which your family can satisfy creditors 

--» Anew low-cost policy or complete a buy-and-sell agreement can be immediately 
for those who can qualify available through Business Security life insurance. And 
as preferred risks. for you, while living, life insurance provides growing cash 


... A “Select” class of reserves—ready as emergency funds or for your retirement. 


policies at exceptionally 
low cost. 


You'll find John Hancock’s Business Security life insurance 
policies low in cost as a result of this company’s new 
program of streamlining and simplifying life insurance for 
American business. Ask now about this new low-cost security 


for your business. 





hn BPancock 


MUTUALJLIFE INSURANCE COMPANY 
John Hancock agent BOSTON, MASSACHUSETTS 


For full particulars consult your 


DEDICATED TO THE INDEPENDENCE AND 
FREEDOM OF EVERY AMERICAN FAMILY 
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adequate 
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Can I build 
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with my -. —o extend the 
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PEERLESS tukes all the GUESSWORK 
oul of selling 


With the “simpuirter” (for the sale of | idelity and Sure ly Bonds) 


and the “orGanizer” (for the sale of Fire, Casualty and Bonding 
protection), Peerless takes all the guesswork out of selling... leaves 
nothing to chance or memory. Peerless’ tightly organized sales build 
ers show you where to look for prospects .. how to swell volume by 
selling your client comple fe insurance programs, Write in today for 
complete information about the “SIMPLIFIER” and “ORGANIZER” and 
find out how you can produce more make more with these unique 


approae hes to insurance selling, 


WCCO Os aTEeD 1% Or 


KEENE, NEW HAMPSHIRE 
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LOYALTY GROUP 


FIREMEN’S INSURANCE COMPANY 
OF NEWARK, NEW JERSEY 


JUNE 30, 1955 


ASSETS LIABILITIES 
1,807 806 60 ¥ ¢ Losses $ 16,918,000 4 
953, 829 49 eserve tor Loss Expense 516.210 00 
55.874898 18 eserve for Uneorned Pre eo $3,802 706 05 
167,388 93 eserve ste und Expenses 2,043,309 96 


yoda fone 
4,752,93\ 47 feat 6.023,156.61 


1,066 000 0O er Liabilities 830,582 01 

#922, 570.24 Capital 15,000,000.00 

447,167 79 Net Surplus 80,876,547.56 

Tetal admitted Assets $179,012.592.90 Tetel $179,012,592.90 
SURPLUS TO POLICYHOLDERS $95,876,547 .56 


* $3,290,509 in the above stotement are deposited as reayv 


GIRARD INSURANCE COMPANY NATIONAL-BEN FRANKLIN INSURANCE 
OF PHILADELPHIA, PA. COMPANY OF PITTSBURGH, PA. 


JUNE 30, 1955 JUNE 30, 1955 


asserts LiABILITICS ASSETS LIABILITIES 
32481204 everee $ 1,767,55229 Cash $ 680,023 96 
1,587.22 ve lor Loss Expenses 196,410.00 Bonds and Stocks 13,043,157 07 
1,687,617 35 esety orned Premiums 5,990,.152.03 Interest due ond accrued 30,204 44 
17 449 56 esery t Taxes ond Expenses 218,210.00 Agents ond Departments 
16,647.11 Bolonce 949 089 76 he 1 ‘ 4 5 
Real Estate 66.000 00 Capitel 1,000,000.00 
All other Assets 73,741 45 Net Surplus 6,934,710.80 


549 46) 52 
190,000 00 Capitel 1,000, 000.06 
ther Avvet 223,026 88 Net Surplus 5,018 ,003,14 
Tetal admitted Assets $15,842,216.68 Tetel $15,842,216.68 
Fetal admitted Assets $14,968,974.57 Tetel $14,968,974,57 
SURPLUS TO POLICYHOLDERS $6,6186,003.14 SURPLUS TO POLICYHOLDERS $7,934,710.80 


$795.92) he eheve ateme o ‘ ' or Securities carried ot $1,822,477 in the above stcteme ore deposited o 


MILWAUKEE INSURANCE COMPANY ROYAL GENERAL INSURANCE COMPANY 
OF MILWAUKEE, WIS. OF CANADA 


JUNE 30, 1955 
ASSETS LIABILITIES 
414,063 82 rve tor Louse $ 4.797,641.93 ASSETS LIABILITIES 
341.125 62 ever py Leos Cay ‘ 429,970.00 
37.241, 875 34 everve ‘ Premiuens 5,257 483 60 
64,625 93 ef * § Exper 593.570 00 
61.930 64 


076,329.33 Capital 3,000,000.00 
160,171.28 Sint Geentes 17,166,794.95 Tetel admitted Assets $454,279.25 Tetet $454,279.25 


JUNE 30, 1955 


$ 16,050.06 ‘ ef Tow t* es.$ 13,863 

404,720 00 Capital 100,000.00 
interest Due ond A « 2,904 38 Net Surplus 350,415.93 
Agents ond Departmental 6 e 0.604 61 


Tetal admitted Assets $41,307,991.32 Tetel $41,307,391.32 
SURPLUS TO POLICYHOLDERS $20,166,794.95 SURPLUS TO POLICYHOLDERS $450,415.93 


ed ot $2,754,310 in the ebove statement ore deposited os required by low Securities corried ot $55,802 the obove stateme e 


THE METROPOLITAN CASUALTY INSURANCE COMMERCIAL INSURANCE COMPANY 
COMPANY OF NEW YORK OF NEWARK, N. J. 


JUNE 30, 1955 JUNE 30, 1955 
ASSETS LIABILITIES ASSETS LIABILITIES 
$ 1,192,95775 rve for Loose $ 18,266,637 50 $ 1,029,365 8) 
52,608 63 serve for “9 : 1,878,775 00 tgag Dens eo e 447.012 98 
46,08! 039227 every jnears me 14,818,502.75 + ond Stocks 55.260.072.59 
129,074 23 eserve f * yd Expense 1,428 986 73 terest « and oxcry 124,646.78 
4,448,971 92 fea 263,540.22 elence 4616.631.15 oe 104 439 64 
er Liahbilitie 119,860 34 ty be - . he at es 81,720.92 
131,211.80 Cop 2,000,000.00 maeviance Pools 131,211.60 Capital 2,000.009.00 
191 4657 76 Net Surplus 14,207,271.84 other Assets 342,316.04 Net Surplus 15,776,037.87 
Tetal admitted Assets $52,977,574.36 Tetal $52,977,574.38 Tetal admitted Assets $61,951,477.15 Tete! $61,951 477.15 
SURPLUS TO POLICYHOLDERS $16,207,271.64 SURPLUS TO POLICYHOLDERS $17,776,037.87 


4.440.790 the ebsove vletement ere deposited os required by low Securities corried ot $1,692,141 in the above stotement ore deposited os required by 


Western Deportment HOME OFFICE Pacific Department 
20 Bush S. Sen Ff 6. Ce 
128 Se, Lotetie H., Chisege 3, IMineie 10 PARK PLACE, NEWARK 1, NEW JERSEY . . : 


Canadian Departments 
oreign Deportment 800 Boy St, Tor 


912 Co wee ©, Dollar 32, Tones 102 Moiden Lane, New York 5 


Seuthwestern Department ’ 


New York 5 Homer S$, Vo ve 8 
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When someone’s 


counting 
on you... 








you can count on 


life insurance” 


This single forceful idea will be the central theme of the 
new 3955-50 Co-operative Advertising Program spon ored 
‘ 


by the Institute of Life Insurance. Watch for the first of 


these 12 dramatic advertisements, appearing in daily 


newspapers acro the nation the week of October 1]. 


Institute of Life Insurance, 488 Madison Ave., New York 22, 
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He was born to be... fleeced 


You weren’t. But you can be fleeced . . . if an employee turns out to be a black sheep. 
An embezzlement can clip you for plenty. It can wreck your business. 
But, fortunately, you need not take this risk. For a surprisingly low annual premium, 
you can cover every person on your payroll with a blanket Fidelity Bond, 
which fully protects you against loss from employee dishonesty. 


Why not inquire about it today? Call your Maryland agent or broker. 


MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 


There are many forms of Maryland protection for business, industry, and the home. Casualty Insurance, Fidelity and 
Surety Bonds, and Vire and Marine Insurance are available through 10,000 agents and brokers. 


Another striking advertisement designed to help Maryland agents and brokers 


sell more Maryland Fidelity Bonds 
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vw ls Good for Your Community 


creditor 


Group Life 4 v Is Good for Your Clients 


Insurance 
vs Profitable for You! 


As perfected by the WASHINGTON NATIONAL, Creditor 
Group Life Insurance becomes an integral part of all Consumer 
Credit transactions—providing security and peace of mind for your clients and 


building good will for your organization in your community. 


Vi, Purows are Eascally 
Thee fold 


Protection for the Debtor—as well as his Family or Estate, in providing the one sure way that 
any insured outstanding indebtedness will be paid in full in the event of his death. The bereaved 
family knows they will not be called upon to meet the monthly payments and any pledged collateral 
is re leased to the family, whe re it rightfully belongs, inste ad of being reposse *ssed or sold ata loss. 

Ff | 
Protection for the Creditor—in that he has complete assurance that the total insured outstanding in | | 
debtedness will be paid in the event of his client's death, The Creditor is relieved of the unwelcome 
task of requiring payment from his client's family, any endorsers or co-makers, or repossessing any col- 
lateral, all of which often require tiresome and expensive litigation 


Protection for Endorsers and Co-makers—who are so essential to many desirable credit transactions 

and whose good will is to be fostered by all credit organizations. The Endorsers and Co-makers are 
ones who freely guarantee the integrity of in Debtor, if he lives to repay the debt. Credit Group Life 
Insurance removes a major hazard facing an Endorser or Co-maker. 


SIGNIFICANT FACTS 
ABOUT THE COMPANY 





mB Weliotma Ne Sao ee -¥ about selling Creditor Group Life Insurance 
tional has become one ° ~S and the marvelous opportunity it presents in 
of the leading multiple-line personal pro- increased earnings for me! 

tection institutions writing Life, Accident, 

Health, Hospitalization, Franchise and [) Have your Field Supervisor contact me at the address shown below 
Group Insurance. It is in the top 10 per- 

cent os companies in Life iS iecaae ts C) Send further details immediately 

force, and one of the largest legal reserve 

stock accident and health companies in NAME 

premium income. Its courteous and efhcient 

service is rendered to more than 4,000,000 LOCAL ADDRESS 


policyowners. city — : _IONE____ STATE 


OFFICE PHONE 


WASHINGTON NATIONAL INSURANCE COMPANY 


EVANSTON, ILLINOIS 
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| CCTHERE ARE DECISIONS 


*O} ONLY AN EXPERT 


f 


4 jm 
yn 
~, 


CAN MAKE 


Legal difficulty? You call a lawyer, lil? You see a doctor 
You want an expert's opinion. This is just as true of insurance 
buying: the expert in this case is the local insurance agent 
or broker, He has had specialized training. He knows 

the kind of insurance to fit the case. And the insurance he 
offers is worth more because he gives more in service. 
Consult your insurance agent or broker as you would 

your doctor or lawyer . the man you know and trust. 


\J S¥ &G CASUALTY. FIRE-MABRINE INSURANCE 
. é . 7 


FIDELITY SURETY BONDS 


United States Fidelity & Ge Ce re 3 y Insurance Co. of Canada, 


Toronto © Fidelity & Gueronty Insurance Underwriters, Inc timore 3, Md 
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The boy in Room 206... 


® His name is Billy. Age 17. An honor student at McKinley 
High. But no one taught him the simple fact that it takes 
264 feet to stop a car going 60 miles per hour! 

Every day we read of the maiming and killing caused by 

young drivers behind the steering wheel. In fact, one out 
of every four fatal accidents involves a youthful driver! 
WHERE HAVE WE FAILED? We wouldn't think of sending our 
youngsters out into the world without learning the 3 R’s. 
Yet, we send them out on the highway without teaching 
them the proper attitudes so vital to safe driving. 
WHAT CAN WE DO? Driving has become a necessity. As 
necessary to modern living as the 3 R’s. And the ideal 
place to teach our youngsters safe driving is in high school 
right along with English, algebra and history 


September 1955 


WILL tT WORK? It Aas worked in hundreds of high schools 
where Driver Education Courses are available. Studies 
prove that the untrained student driver has twice as many 
accidents as the trained driver! 

You CAN HELP! Your influence as an insurance man and 
civic minded citizen can help pave the way for Driver 
Education in your local high school, Discussions with 
your PTA, school officials, school board and local Safety 
Council are good starting points. Premium advantages to 
trained young drivers already provide extra incentive. Send 
Teach Them to Drive. 


forthe helpful folder and Survive ! 


LLSTATE 


, e828 8 2 8 2 6a SVU fs & = 


hHiome Office . Skokie, illinois OAL 





A NATIONAL PROTECTION AGENT 


.. IS MORE THAN A NAME ON OUR RECORDS 


Each agent is a flesh and blood man or woman with human 
emotions, personal problems, individual hopes and plans. 


.. 1S MORE THAN A VOICE ON THE TELEPHONE 


An agent's call is our signal for action and an opportunity 
to serve him. 


.. 1S MORE THAN A SIGNATURE ON A LETTER 


Each letter we receive, no matter how minor it seems, is 
important to the agent and merits our full attention 


.- 1S NEVER AN IMPOSITION ON OUR TIME 


“Our time is your time” should be our attitude toward every 
agent, because that is why we are here — to serve 


.. I$ NOT AN “OUTSIDER” 


The agent is truly an “insider”...our reason for existence... 
our “life’s blood”...a highly important part of our organization. 


.. 1S NOT A FAVOR-SEEKER 


We do not confer a favor when we serve an agent... 
instead the agent does us a favor by doing business with us. 


.. 1S NOT DEPENDENT ON US 


We depend on the agent. Without his support there would be 
no policies, no premium income, no profits...for our companies! 





The above is an exact reproduction of the 
plaque that hangs in our offices. It reminds us daily 
of our opportunity ... and our obligation. 


It states our policy in agent-relations. 








NATIONAL OF HARTFORD GROUP 


stAk Sr 
G 


of Insurance Companies my 


vu 
> 


+ 
a , 
amy inse® 


Executive and Administrative Offices: Hartford 15, Connecticut 
NATIONAL FIRE INSURANCE COMPANY OF HARTFORI MECHANICS AN t f Ni ANCE MPANY 
FRANKLIN NATIONAL INSURANCE OMPANY OF WN 


TRAN ONTINENTAL INS RANCE COMPANY JiTED NATIONAL INDEMNITY MPA? 


FIRE - MARINE - AUTOMOBILE - CASUALTY - BONDING 
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Quality service to our policyholders 
Pride in our ever growing field force 


Ideal life insurance plans for today's market 


THE WESTERN AND SOUTHERN LIFE INSURANCE COMPANY 


CINCINNATI, OHIO 


et Mutual Compan iY 
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How human. 
ane. your [nsunance Rlicies’? 


tional coverage as new needs arise. 
dles all the details when you have to make 
a claim and helps to speed it to a conclu- 
sion. It’s his brains and experience that make 


There’s never been an insurance policy yet 
that could answer the telephone . or write 
letters... watch renewal 
dates or recommend other insurance policies. 


Yet all these 


done by your local agent to give you proper 


help with claims, 


things and more have to be 


and thorough protection at the proper price. 

That’s where “The Man With The Plan” 
comes in, He’s The Employers’ agent in your 
neighborhood, He keeps your insurance pro- 
gram up to date . eliminates coverage when 
you no longer need it, recommends addi- 


~ 


the 
ered Had im hee dechnrn 


He han- 


your insurance policy more than just a docu- 
ment — because he provides the action that 
makes your protection pay off. 


You'll find it pays to do business with 
‘The Man With The Plan.” He’s an expert 
in making life easier and less complicated 
for you. Look for his sign or write us for 
his name. 


THE Employers Grou 


INSURANCE } COMPANIES 


110 MILK STREET, BOSTON 7, MASSACHUSETTS 


THE EMPLOVERS LIABILITY ASSURANCE CORP LTO 


THE EMPLOYERS FIRE INSURANCE CO 


AMERICAN EMPLOYERS INSURANCE CO 


ON HIS WAY TO SERVE YOU — 
Your nearby Employers’ Group agent 

The Man With The Plan dis 
plays this sign. It is the symbol of the 
most expert and helpful insurance ser 
vice you can find. Call him in — for 
Fire { asualty and Marine Insurance ce 


as well as Fidelity and Surety Bonds 


THE HALIFAX INSURANCE CO. OF MASS 


This advertisement appears in The Saturday Evening Post, September 3 
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SELL THE AMERICAN FAMILY PROTECTION PLAN: 


Too many agents sell individual, isolated policies 
which give inadequate protection. Thus, they limit 
their own incomes. A professional agent, however, 
sells his client a “whole umbrella” of protection 
covers all of his client’s important risks with a 
complete plan. Result? That agent’s income knows 
no bounds. 

The pictorial aids and show-how charts in The 
American Family Protection Plan booklet make 
your story crystal-clear to a client show him 


where his risks are—spotlight the “holes” in his 


3} 8 J {Group 


Newark 1, New Jersey 


THE AMERICAN INSURANCE CO. + BANKERS INDEMNITY INSURANCE CO. 
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present coverage, With this simplified presentation 
your prospect is brought logically, with no valid 
objections, to an early, first-interview close... and 
an American Family Protection Plan tailored to his 


needs as well as to his budget. 


Want free information 
on The American Family 
Protection Plan? 

Simply mail 


the coupon below. 





THE AMERICAN INSURANCE CROUP Public Relations Dept. ¢ 


15 Washington Street, Newark |, N. J 


Send me free details on The American Family Protection Plan 
a valuable aid to increased sales volume 


























ISIS T VALUE SELLS 


WU , brawigmce- ‘The buyer has wide choice—in automo- 


biles, shoes, fountain pens, ‘I'V sets. ‘The 


same buyer is looking at insurance hardet 

for broader protection, greater service, 
bigger value. Once the agent needed a 
policy, now he needs a combination of 
values. North America provides the com- 
bination you can sell—Coverage that’s 
flexible; Strength that’s dependable; 
Claim handling that’s prompt; Service 


in many ways. Many values, one suppliet 











—NortTH AMERICA 


Insurance Company of North America 


N(¢ IRTI I A M IK hk Ic ‘A C » MI PANITI ES Indemnity Insurance Company of North America 


Philadeiphia Fire and Marine Insurance Company 


PHILADELPHIA 1, PA. 





Protect what you have © 
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Here’s our complete brokerage story 
for your easy reference 








NORTHWESTERN NATIONAL LIFE of Minneapolis has more than 40 years’ experience in 
serving brokers’ needs. Being both a stcck and a mutual company, it offers one of the 
widest selections of participating and non-participating contracts available today. 
“What We Write” gives the facts about these policies and NWNL's underwriting practices. 
In addition, it explains our unusually broad services for individual policy pension plans, 
group permanent, group annuities, deposit administration, and other group coverages. 


f } , Northwestern National Life Insurance Company 
Box 929, Minneapolis 1, Minnesota 


Please send me a copy of “What We Write.” 











to General Agents & Managers 


Name 


Independent Brokers 


Status 
GA, M@gr., Broker, etc.) 


General Insurance Agencies 
having a life department 
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Why does the man who sells Living Insurance speak up? 


It's late at the PTA meeting. Some- 
one is needed to organize next year’s 
program. 
Again and again where good 
neighbors share the load in com- 
Red Cross, PTA, 


Community Chest and many others 


munity projects 


the Man from Equitable is a will- 
ing volunteer. After work, he shows 
the same spirit of service that marks 
his business day. 

As a life underwriter, he spends 
his working hours thinking of others 


their hopes, their fears, their 
dreams. The Man from Equitable 
these 


shows them how to turn 


dreams into happy reality with 
Living Insurance. This is modern 
insurance that stresses benefits for 
the living. Benefits for the policy- 
holder himself while he lives. If he 
dies, benefits for the family that 
lives on after him. 

This concept of Living Insurance 
is dynamic —a real aid that sim- 
plifies the work of the Life Under- 


writer. It is a positive approach to 
selling that can lead to increasing 
sales volume. 

And in making his daily calls the 
Man from Equitable can count on 
a return that is more than money. 
It comes from the knowledge that 
more and more families live without 
fear of the future because of the 
Living Insurance he has sold them. 

This is the big reward of service 

a reward that makes hard work 


worthwhile. 


tHE EQUITABLE tire assurance society oF THE U. S. 


Home Office: 393 Seventh Avenue, New York 1, N.Y 
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150,000 PROSPECTS 


... for Liability Coverage 


It is estimated that less than 15% of the nation’s 177,000 lawyers engaged in 
private practice carry LAWYERS’ PROFESSIONAL LIABILITY INSURANCE. 
Most of them aren’t even aware that such protection is available. 

Should a lawyer or his employee word a contract incorrectly... fail to file an 
action within the prescribed time... bring suit against the wrong person .. . 
commit any negligence in the conduct of the profession...he can be sued. An 
adverse judgment could mean financial ruin. 

We now write this relatively new coverage. No practicing attorney can afford 
to be without this essential protection. For complete information call one of 
our FIELDMEN or mail the coupon. 


FIREMAN’S FUND NATIONAL SURETY 
INSURANCE COMPANY CORPORATION 








Key, 


ga 


FIREMAN’S FUND 2\ “XG /2) : Nee </ HOME FIRE & MARINE 
INDEMNITY COMPANY @/ LO FF INSURANCE COMPANY 





FIREMAN’S FUND INSURANCE GROUP 
401 California Street, San Francisco 


Please send me information about your new LAWYERS 
PROFESSIONAL LIABILITY INSURANCE 


FIREMAN’S FUND INSURANCE GROUP 


401 California Street + San Francisco 


NAME 


ADDRESS 


eee eee ec eeeaeeae 
° 


~] 
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Crocodile tears will not 


repay losses through dishonesty 


Employers Need FIDELITY BONDS 


THE TRAVELERS INDEMNITY COMPANY 
HARTFORD, CONNECTICUT 
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“What the Editor Wants” 


HIS month, I would like to tell you a little 

about the trade associations that we have in 
the publishing business and why they are im 
portant to you as a reader or an advertiser 

Just as the latest trends and developments of 
the insurance industry are discussed at variou 
association meetings, so it is with similar asso 
ciation meetings in the publishing business 

THE SPECTATOR is a member of National Busi 
ness Publications, Inc. This organization with a 
membership of the leading business paper pub 
lishers has set up a code of ethics to which all 
members must conform. The NBP is also a clear- 
ing house for the latest techniques in business 
paper publishing, and member companies freely 
exchange ideas and information. 

For the protection of the advertiser there are 
two circulation auditing groups, the BPA and the 
ABC. Each of these groups offers advertisers a 
factual and audited circulation statement of mem 
ber publications. THE SPECTATOR circulation is 
BPA audited. 

Of prime interest to our readers is THE SPE 
TATOR membership in the Society of 
Magazine Editors. The editors of member pub- 


Susiness 


lications meet periodically and discuss the latest 
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UBLISHER'S 
COMMENTS 


editorial techniques in the business magazine 
field, and again a free exchange of new ideas 
and techniques makes the member publications 
better edited business magazines. 

Recently this organization produced a booklet 
entitled “What the Editor Wants.” It is designed 
to assist those people concerned with the prepara 
tion of business news releases and feature art! 
cles for business magazines. In a short and concise 
style it provides the basic information for the 
production of a usable press release or feature 


article 


We of THE SPECTATOR staff feel that this book 
let would be of interest to many of our readers 
and if you would like to receive a copy (no 
charge) just circle 39 on the convenient reply 
card on page 64 in this issue. 

We are proud of our association membership 
and we feel that THE SPECTATOR reflects the finest 
of publishing techniques and procedures. We in 
vite you to compare our publication with any of 
the competitive magazines as to editorial content, 
readability and general appearance. | am sure 
that you will find THE SPECTATOR outstanding on 


all these points 


THOMAS J. CASPER 


Publisher 
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selected news items from industry and business of importance for 


By RAY M. STROUPE, Washington Bureau 








ACTION HAS BEEN STARTED TO RAISE to $20,000 the amount of a bank deposit 
which may be insured by the Federal Deposit Insurance Corp. 
A bill to permit the increase was referred to the House Bank- 
ing Committee as July ended. It remains on the Committee 
calendar for attention next year. 








TRUCK=TRAILER MANUFACTURERS MAY EXCEED their 1954 production by nearly 
15,900 trailers this year, for a total of about 70,000. This 
industry prediction is based on a five-month output of 29,074 
units, or 21 pct more than in the corresponding months 
of 1954. 








STATISTICS GATHERED IN THE GOVERNMENT CENSUS of business are in the 
machine tabulation stage. Initial advance reports should be 
available to businessmen this fall. With a budget of $4 mil- 
lion to use for the project the U. S. Census Bureau hopes to 
wrap up the job by the end of fiscal 1956. 








TOTAL COST OF ALL U. S. ACCIDENTS IN 1954 is figured at $9.8 billion by 
the National Safety Council. Administrative and claim settle- 
ment costs of insurance make up $1.9 billion of this amount. 
The major element is $3.2 billion in salary and wage losses 
from all causes. 








PROSPECTS OF PROSPERITY FOR SOME OF THE SMALLER suburban shopping cen- 
ters look slim to the Urban Land Institute. The ULI warns 
that the time is approaching when a half-dozen centers may be 
vying for the same customer's money. In the income race, 
poorly=-planned centers are likely to fail. 











STATE AND NATIONAL BANKS HAVE BEEN CAUTIONED by the government to be 
businesslike in offering credit terms, especially in the auto 
financing field. Examiners have been instructed to report on 
installment credit and other consumer credit granted by 
the banks. 








BILLS INTRODUCED IN THE HOUSE AND SENATE as Congress prepared to adjourn 
would provide income tax deductions for gifts to nonprofit 
voluntary health insurance plans. No deduction would be made 
for payments by individuals for their own health coverage. 
These measures are to be held until 1956. 








GROWTH IN THE OUTPUT RATE OF AMERICAN INDUSTRY since the end of World 
War II is estimated at nearly 30 pct by the U. S. Chamber of 
Commerce. Checking earlier dates, the organization observes 
that production per manhour has risen threefold since 1909 
and doubled between 1923 and 1953. 
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by PAUL WOOTON 
Member, Chilton Editorial Board 


Folsom Backs Private 
Health and Accident Plans 


Encouragement of greater cover 
age for private health and accident 
insurance plans is one of the an- 
nounced goals of the new secretary 
of Health, Education, and Welfare, 
Marion B. Folsom 

Formerly the second-ranking ex- 
ecutive of the Treasury Dept., Mr 
Folsom succeeded Mrs. Oveta Culp 
Hobby at HEW on Aug. 1. He has 
already indicated his belief that ex 
isting insurance companies are 
equipped to extend their health pro 
grams without government partici- 
pation. 

A greater share of the individ- 
ual’s medical bills could be paid un- 
der private insurance terms, the 
HEW chief suggests. 


a possible plan whereby the person 


He visualizes 


so covered would pay a stated per- 
centage of the costs of a protracted 
illness, and the insurance firm would 
be responsible for the remaining 
amount. 

One of the principal designers of 
the federal social security system, 
Mr. Folsom is interested in bring- 
ing more persons under its jurisdic- 
tion. He considers the system one 
of the factors which 
sumer buying power 


1954 business recession 


braced con- 
during the 


Insurance Tax Bill 
Put Off by Senate Group 


Over the protests of the three 
principal life insurance industry 
associations, final Congressional ac- 
tion on the Mills-Curtis 
formula bill has 
until 1956. 

Senate Finance committee mem- 
bers, after hearing testimony from 
spokesmen for the insurance busi- 
ness and the U. S. Treasury Dept., 
failed to approve the measure. It 
will remain in the committee for 


taxation 


heen postponed 
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saat of the Senate Fi 
nance Committee to act 
effect the 
provision for taxing the income 
of life 
The new plan 
the Ways and Means Committee 
passed the House, but absentee- 


leaves in stop-gap 


insurance companies 
worked out by 


ism prevented favorable a 


tion by the Senate Finance 
Committee. Had the full com 
attendance a 


mittee been in 


favorable report would have 
been voted. The bill does not die, 
as there will be another session 
of the 84th Congress 

The Treasury Department is 
with the 


the depart- 


dissatisfied pending 


proposal. However, 
ment agreed to accept the plan 
trial with 
assurance from the House Ways 
and Means 
continuing 
The study will be 


on a one-year basis 
Committee that a 
study will be con 


ducted with 





WASHINGTON TRENDS 


to developing a perma 
which life 


a view 
nent formula under 


insurance companies would be 
total net 
underwriting 


investment in 


income, in 
profit 


taxed on 
cluding 
rather than on 
come. 
Regulation of sales of lif 
insurance to military personne! 
overseas and in camps in this 
country was not acted on at the 
which adjourned Au 
It now seems likely that 
allow 


session 
gust 2 
the present practice of 
ing armed services men to 
specify deductions from pay ti 
be applied on insurance pre 


will not be disturbed 


miums 
Congress went into the matter 
far enough to satisfy itself that 
the matter could be handled sat 
isfactorily by the Defense De 
partment and the military con 
manders without legislation 





attention after Congress recon- 
venes 

While the Mills-Curtis formula is 
considered too liberal by the Trea 
sury, it provides for an effective 
maximum tax of 7.8 pet of net in- 
vestment income, compared with 
6.5 pet under the stopgap method 
used for several 


which has been 


years. Accident and health insur- 
ance business of the life companies 
would be taxed separately 

As the American 
tion, Life Insurance Assn. of Amer- 


Life Conven- 


ica, and Life Insurers Conference 
pointed out to the committee, total! 
income taxes paid by the ten larg 
est U. S. life insurance firms fo: 
1954 would have been $13 million 
higher than that actually paid un 
der the stopgap law. Comparative 
amounts cited were $129 million and 
$116 million 


Industry Earnings 
At a New High 


Manufacturing corporations reg 
istered their highest quarterly prof- 
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its in four years during the first 
three months of the current year. 

Securities and Exchange Commis- 
sion estimates corporate earnings 
in the January-March period at 
$3.3 billion, compared with $3.1 
billion in the fourth quarter 1954 
and $2.6 billion in the opening 
quarter last year. Profits in the 
automotive field were a major fac- 
tor in the high earnings total for 
the initial quarter this year. 

Motor vehicle and parts producers 
had after-tax profits amounting to 
$501 million, as opposed to $275 
million in the fourth quarter. Pri- 
mary iron and steel profits were up 
from $230 million to $262 million. 
Non-electrical machinery profits ad- 
vanced from $175 million to $224 
million. In the primary nonferrous 
metals field, the increase was from 
$154 million to $159 million 
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Voluntary Mortgage Plan 
Has Made 2,900 Loans 


Private mortgage loan activity 
is being successfully stimulated by 
the Voluntary Home Mortgage 
Credit Program (VHMCP) §ad- 
vocated by the life insurance indus- 
try and established by Congress 
under the Housing Act of 1954, 

As of July 1, reports the Institute 
of Life Insurance, nearly 2,900 home 
mortgage loan commitments total- 
ing more than $22 million had been 
made by private lenders through 
the program. 

To date, heaviest concentrations 


of loan applications and placements 
have been in the South and Mid- 
More than half the loans 
placed with private lenders were for 
veterans who had asked the Veter- 
ans Administration for direct fed- 
eral loans because they were unable 
previously to get VA-guaranteed 
private loan financing. 

The 16 regional committees of 
the VHMCP receive from VA ap- 
plications for direct home loans. 
Committees are given 45 days to 
find private lenders who will make 
V A-guaranteed loans. 

One important byproduct of the 
program is the expansion of opera- 
tions by many lenders to serve 
areas not previously covered. They 
have opened branch offices and are 
helping local lenders sell to perma- 
nent investors they 


west. 


mortgages 
originate. 


Higher Interest, Fewer Forms 
Considered for Social Security 


Bonds issued directly to the Old- 
Age ane Survivors Insurance trust 
fund may be allowed to yield higher 
interest in the years ahead. 

Backed by the Eisenhower Ad- 
ministration is a_ bill proposing 
changes in the method of computing 
interest on OASI investments and 
in the social security reporting re- 
quirements affecting more than 3.5 
million employers. The measure is 
expected to be considered next year 
by the House Ways and Means com- 
mittee, 

Under the recommended plan, the 
interest rate on securities issued di- 
rectly to the trust fund would be 
based on the average rate paid on 
marketable 
maturity of five years or more at 


federal bonds with a 


the time of issue. The average ar- 
rived at would be rounded to the 
nearest ‘4, of 1 pet. 

It is estimated that the bond in- 
terest rate would be raised from 
2', to 2% pet, increasing interest 
earnings by about $44 million a 
vear. 

To aid employers, the present de- 
tailed quarterly wage reports would 
be dropped, and necessary informa- 


tion on employees would be pro- 
vided in the withholding tax state- 
ments filed annually. 


Pentagon Reconsiders Rules 
On Posts’ Life Sales 


Officials of the Defense Dept. are 
expected to consider carefully be- 
fore imposing new regulations on 
the sale of life insurance on mili- 
tary posts. 

tecommendations on further 


HOUSING ww meus. 


THOUSANDS OF NEW NONFARM 
DWELLING UNITS STARTED 
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rules to govern insurance sales on 
bases in the U. S. and overseas are 
being studied by an _ interservice 
committee at the Pentagon. The 
group House in- 
vestigating subcommittee that 38 


recently told a 


insurance agents have been barred 
from bases since 1951. 

Hearings on sales of life policies 
were concluded by the House sub- 
committee late in July, and work 
was started on a report and recom- 
mendations. 

In the July hearings, advantages 
of the present method of selling life 
insurance to servicemen were de- 
scribed by Dudley Dowell, executive 
vice president of the New York Life 
Insurance Co. The pay-allotment 
system, he said, gives the man in 
uniform a practical means of pro- 
viding 
family. 

If the allotment 
changed in an over-zealous attempt 
to correct any unethical sales prac- 
tices, he added, the serviceman him- 
self might easily be the loser. 


financial security for his 


system were 


NAREB Complains of Action 
To Curb Mortgage Credit 


3uilders’ spokesmen are scoffing 
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at the government statement that 
an urge to prevent inflation 
prompted the recent tightening of 
restrictions on home-buying credit. 

Down-payment rules were 
changed and 30-year mortgages 
were “temporarily” suspended on 
transactions involving Veterans 
Administration and Federal Hous- 
ing Administration. Need for this 
action was indicated, says the gov- 
ernment, by rising costs of housing 
and possible shortages of some 
building materia!s. 

Home building does not bring on 
inflation, the National Assn. of 
Real Estate Boards maintains. The 
association complains that the new 
rules are disadvantageous to fam- 
ilies at the low or moderate income 
levels. 

Veterans buying homes with VA 
aid will be required to provide a 
down payment of at least 2 pet and 
repay the full mortgage loan within 
25 years. 

New terms governing FHA-in- 
sured mortgages demand a down 
payment of at least 7 pct of the 
first $9,000 of the appraised value 
of the home and 27 pct of the value 
exceeding $9,000. Previously, the 
buyer was required to make a down 
payment of at least 5 pct of the 
first $9,000 and 25 pct of the re- 
mainder. 


Sales Figures at $65.6 Billion; 
Profits Up $1.2 Billion 


Sales and assets of incorporated 
manufacturing firms in the initial 
quarter of 1955 were indicative of 


the robust business conditions evi- 
dent this year. 

Value of first-quarter sales by 
the corporations, as disclosed in 
new statistics compiled by Securi- 
ties & Exchange Commission, is 
given as $65.6 billion. Profits be- 
fore taxes rose to $6.5 billion, com- 
pared with $5.3 billion in the previ- 
ous three months. 

Corporate assets amounted to 
$176.4 billion at the end of March 
for a gain of $1.3 billion since Dec. 
31. Holdings of cash and federal 
government securities declined by 
only $700 million, though most cor- 
porations were required to make 
large cash payments on 1954 income 
tax liability. 

An increase in income ac- 
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Financing Population Shifts 


The suburbanization of the United States has become far more 
than a matter of homes and population shifts. Statistics show that 
it is rapidly becoming just as evident in the location of new fac- 
tories, shopping facilities and other types of building 

As a result, the suburbs are rapidly acquiring economic as well 
as social characteristics. Suburbs are becoming a place to work 
as well as to live. 

The breadth of this development is indicated in new statistics 
compiled jointly by the U. S. Departments of Commerce and Labor, 
giving the first detailed information about the geographic distribu- 


tion of new building construction 


OUR BOOMING SUBURBS 


Percentage breakdown of all construc- 
tion in 1954 by location, based on 
dollar valuation of building permits. 


31% 


NONMETROPOLITAN AREAS CENTRAL CITIES SUBURBS 


SOURCE. Bureau of Labor Statistics 








Prepared by Institute of Life Insurance 





Underlying the trend is a combination of forces inciuding the 
rapid growth of population, congestion of cities with attendant 
traffic and commuting problems, and the decentralization tendency 
in business and industry. Important factors also are the mobility 
of mortgage and capital funds, made available for building and 
expansion purposes by people’s thrift institutions and other lenders. 

New construction figures show that practically half of all last 
year’s $16'% billions of building permits issued were for construc- 
tion in the suburbs of the nation’s metropolitan areas. Twenty 
per cent more were for non-metropolitan building. 

Thus, only about 30 per cent of the 1954 construction activity took 
place in the central cities of metropolitan districts 

For instance, more than half of all factories built in the U. S. in 
1954 were in suburban areas, and 20 per cent were outside metro- 
politan areas. More than two-fifths of all store and mercantile 
establishments and one-quarter of new office buildings were erected 
in the suburbs, with a substantial proportion in each case going up 


outside metropolitan fringes 
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cruals resulting from higher earn- 
ings during the quarter partially 
offset the large payments, as the 
federal tax liability account dropped 
to $9.4 billion, down $1.3 billion for 
the quarter. 

Net working capital position of 
the corporations increased by $1.7 
billion to reach a record total of 
$59.8 billion as March ended. 


Oil Refining Capacity 
At 8.42 Million Barrels 


Crude oil refining capacity 
climbed last year to a new peak of 
%.42 million bbl per day, 
though there was a drop in the 
number of refinery units in opera- 


even 


tion, 

A capacity survey by the U. S. 
Bureau of Mines 
1955 began, domestic refineries were 
equipped to process 400,000 more 
bbl per day than they were a year 
During the 12-month pe- 
units in operation declined 
from 337 to 326, but capacity in- 
creased as the remaining units were 


shows that as 


earlier. 


riod, 


enlarged. 

Early this year additional re- 
finery equipment capable of han- 
dling 146,800 bbl daily was under 
Four new refineries 
Minnesota, New 


construction, 
in California, 
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Mexico, and Washington are in- 
cluded in this count, Other equip- 
ment producing nearly 150,000 bbl 
of refined oil daily is being re- 
placed, 
Texas Gulf Coast refining district 


led all others in expanding facili- 
ties, putting in 32 pet of the new 
capacity. The East Coast district 
accounted for 25 pet of the increase 
and the Louisiana Gulf Coast and 
Califorina districts for 13 pet each. 
Appalachian No. 1, Texas inland, 
and New Mexico districts reported 
declines in capacity. 


Study Aims At Lower 
Rates for Fishing Vessels 


Initial work has begun on a gov- 
ernment-backed study with the goal 
of lowering rates for fishing vessel 
insurance by reducing 
these craft. 

Conducting the 
Boston University Bureau of Busi- 
ness Research, under supervision of 
the Fish and Wildlife Service, U. 8. 
Interior Dept. Interviews are to 
be held with men in the insurance 
business and with vessel owners on 
such topics as premium income, 
claim payments, and loss experience. 

Some of the principal questions 
to be asked are: 

What are the effects of present 
conditions in the insurance field on 
the economic situation in the fish- 
ing industry? 

What is the frequency of losses? 
What is the severity? 

What is the relation between 
present outlays for safety and total 
cost of operation? 

Why have many domestic insur- 
ance companies withdrawn from 
this field? 

What are the problems of safety 
equipment and safety education in 
the fishing industry and can insur- 
ance costs be reduced by safety 
work? 

Is there a need for new and ex- 


9 


panded insurance programs’ 


ICC Sets New 
Minimum Coverages 


Public liability and property dam- 
age insurance covering motor car- 
riers and freight forwarders must 
meet new minimum standards by 
Nov. 1, the Interstate Commerce 
Commission orders. 

Base levels applying to each 
vehicle moving property will be 


losses of 


survey is the 


$25,000 for bodily injury or death 
of one person; $100,000 for all per- 
sons involved in an accident; and 
$10,000 for property damage. Pres- 





URBAN CRIME TRENDS 


THOUSANDS Of OFFENSES KNOWN TO THE POLICE 


SOURCE FEOERAL BUREAU OF INVESTIGATION 
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ent minimum amounts are $10,000, 
$20,000, and $5,000, respectively. 

Higher minimum coverage, the 
ICC admits, may result in higher 
awards in damage suits, but the 
agency contends that in any event 
better public protection will be pro 
vided. 

All insurance and surety 
panies with certificates or bonds on 
file with the ICC are to be sent 
forms to permit filing of informa- 
tion on the increase in limits of 
liability of insurance or bonds out- 
standing. 


com- 


Auto Sales Set 
New Six-Month Record 


All previous factory sales records 
notched by the automotive industry 
in a six-month period were sur- 
passed in the first half of this year 

More than 4.8 million 
trucks, and buses were sold by fac- 
tories in the recent half-year. In- 
cluded in this total were 4.2 million 
634,000 trucks, and 


cars, 


automobiles, 
1,832 buses. 

The previous high mark for a 
half-year was set in the second half 
of 1950, when 4.2 million cars, 
trucks, and buses were sold. Fac- 
tory sales of 8 million vehicles were 
recorded in all of 1950, the best 
complete year to date. 

In the first six months of 1954, 
sales added up to 3.5 million, in- 
cluding nearly 3 million cars and 
566,000 trucks and buses. 

June sales this year totaled 767,- 
000, of which 647,000 were cars 
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Starting Insurance's Atomic Age 


firey was a flame of light resembling the 
gleam from a flashlight bulb. An instant late: 
a tremendous explosion shook the earth and an 
entire city, its buildings and its humans, went 
skyward in ashes and dust. Thus was the stor: 
of the first atom bomb told by an eye witness 
from the ground. With this sudden blast there 
came to this world the unpredictable era of the 
atom. 

“The immediate effect was the obilteration of 
a city and its people and the end of a struggle 
which otherwise would have cost the lives of 
young men all over the world. A war which had 
promised to continue for years was over. The 
ultimate effect and final influence the bursting 
atom may have on mankind and the lives of each 
individual on earth, or to be born to earth, cannot 
be comprehended now even by the imagination 

“Many fantastic projections of the force that 
interrelated scientific discoveries practically ap 
plied will have on men and nations have been 
forthcoming from the fictioneer, the pseudo-sci 
entist and the inevitable informed commentato: 
and columnist. Most of these speculations will 
never eventuate. Providence never places an in 
strument in the hands of its creatures, but that 
its primary and prevalent use is for the overall 
good and to offer a way of life always freer from 
care and suffering and sorrow. Beyond a doubt 
the utilities and services of advantage to all the 
people developed from the power released by the 
control of the force of the breaking atom will fa 
outweigh whatever burden is entailed in its in 
troduction. 

“The time is now for life insurance and fire 
insurance companies to project their research 
into the new but well anticipated era and attune 
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their plans and purposes to the needs indicated 
by these new forces. Already there have been 
discussions in England as to the advisability of 
introducing into life insurance policies a provi 
sion denying liability for claims arising out of 
deaths due to the atom bomb. No doubt in 
\merica, life, fire and casualty insurance execu 
tives are thinking along somewhat similar lines 
Such a negation of the desire of the people for 
protection through insurance, however, is not 
the answer. Rather must the institute of insur 
ance enlist the aid of competent scientists to 
the end that, through their research, the people 
of America be safeguarded against the ravages 
of this new power. Every agent has in this new 
era new problems confronting him. He must con 
sider how his role may be altered and the de 
mand for existing contracts changed by life in 
an atomic age.” 

The above is a quotation from this column in 
March 1946. It is reproduced in a sense to com 
memorate the issuance of the first insurance 
policy in the atomic age. This policy was written 
to protect an atomic project to be used for com 
mercial purposes. Recently the General Electric 
contracted at West Milton, N. Y., to supply ele 
tric power to that community from an atomic 
reactor. The policy provides the company with 
full workmen’s compensation and liability protes 
tion and is similar in coverage to every other such 
policy in force in New York state 

In a few short years the major thinking of 
power on atomic energy Nas turned from war to 
peace. There can be no doubt that nuclear powe1 
will create new vistas of comfort, usefulness and 
pleasure to millions of people now living and to 


millions more while time lasts 
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By VICTOR T. EHRE 
Vice President 
Buffalo Insurance Company 


T is obvious that the direct sell- 
ers are here to stay and that the 
agency system must fight for its 
way of life. The big question is price 
versus service and the agency sys- 
tem has dedicated itself to service. 
An agent who can’t deliver service 
is on the way out. The premium dol- 
lar isn’t elastic enough to support 
the agency system and at the same 
time fully match the price differen- 
tials of the direct writers. 

The “do nothings” can’t survive 
in our present market. The indus- 
trious and the efficient agents and 
companies will win out. One must 
set up a real service facility with 
lots of imagination. Many surveys 
have demonstrated that the policy- 
holder is willing to pay for services 
when he gets them. 


Recognition Needed 


But it is not enough to have the 
facilities. They must be 
demonstrated, identified and publi- 
cized so that they gain public satis- 
faction, confidence and recognition. 

We at the Buffalo have reached 
the above conclusions largely 
through a survey of our own agents. 


service 
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Survey Sets Style 


After deciding to go into full multiple-line under- 


writing, Buffalo Insurance Company questioned 
its agents and followed their advice in planning 


rates, commissions, and policy-writing functions. 


Having written the fire lines suc- 
cessfully for more than 80 years, 
our company decided to take ad- 
vantage of the modern multiple line 
trend and enter the casualty field. 

As we contemplated writing the 
casualty lines, we considered not 
only the mechanical problems of 
establishing our underwriting and 
service facilities, but perhaps more 
so the perplexing questions of basic 
operating policy. 

jasically we wanted to know: 
(1) Was it necesary to reduce rates, 
expenses and commissions in order 
to be favored with a satisfactory 
volume of business, and if so, how 
much reduction? (2) Were a rea- 
sonable number of agents able to 
sell their services to the most desir- 
able classes of business at full tariff 
rates? (3) Could rates and com- 
missions be maintained at top levels 
but attract producers and improve 
the product by some adjustments in 
technique such as policy writing, 
claim authority, simplified renewals 
and underwriting responsibility? 

To get the answers, we decided 
to go to the frontlines-—the agents 
themselves. We asked our agents to 
tell us what kind of a facility they 


needed. Their answers to our series 
of searching questions helped us 
form those principles which began 
this article. 

The survey was made entirely by 
mail. A better than average return 
was accomplished by having our 
own employees in the field urge the 
agents to complete the questionnaire 
and return it to us. The distribu- 
tion of our answers follows very 
closely the distribution of our fire 


business. 


Survey Returns 


In accordance with good practice 
of poll takers, the results were tab- 
ulated in two separate groups by 
two different people. There was no 
significant variation in their re- 
sults. 

We released a total of 2,164 let- 
ters and questionnaires to our 
agents and at this writing have tab- 
ulated 543 returns, a response of 
24.9 per cent. 

Based on these answers and the 
conclusions we have drawn from 
them, The Buffalo will enter the cas- 
ualty field with, we think, a unique 
casualty program based on the 
agency system and adding many 
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for New Casualty Operation 


service advantages to it. 

A detailed review of the entire 
set of answers would make this 
article too long, but I would like to 
discuss the replies to some of the 
more significant questions 

After outlining the size of the 
problem of competition with direct 
writers, a surprisingly large num 
ber of agents stated—and were will- 
ing to back up with proof—that 
they are quite able to compete suc- 
cessfully with the substantial price 
differentials of specialty competi 
tion. We asked how they combatted 
it, and the agents replied by: 

273 agents 

do nothing—109 

cut rate or mutual co.—104 
personal contact—-66 


service 


company security—22 

credit extension—6 

broader policies—2 

You will observe that agents use 

“service” more than anything else 
to combat price differentials. These 
agents claim that they perform and 
have become distinguished for ser- 
vices such as renewal deliveries, 
coverage surveys, packaging con- 
tracts, property valuations, claim 
assistance, coverage development 
information, new ideas and improve- 
ments in better protection to an 
extent that they can do better than 
hold their own. 


“Do Nothings” 


It was also surprising to note that 
a significant portion of the agencies 
who claimed that they were not suc- 
cessful in meeting this kind of com- 
petition and considered it very seri- 
ous were also the agents who an- 
swered they “did nothing” to com- 
bat the competition. It also seems 
worth mentioning that the second 
largest reply under this section was 
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in the “do nothing” category. Ws 
direct your attention to this with 
the observation that the proportion 
would 


of “do nothing” responses 


probably have been far greater if 
we had had 100 per cent return from 
our questionnaires because it seems 
logical that the agents who do 
nothing about competition also did 
nothing about answering our que 


tions 


Advertising Weakness 


Perhaps the most clear cut fea- 
ture of the first part of our survey 
is the advertising weakness. The 
question asked How effective is your 
local advertising program? and 11 
per cent answered “very”; 24 per 
cent said “fairly”; and 65 per cent 
replied “‘not.”” We were inclined to 
wonder whether this wasn’t one of 
the glaring 
agency system. It may be that the 


weaknesses of the 


agents are performing a very real 
service to the public which more 
than justifies price differentials, but 
that they aren’t getting their story 
across to the public. 

In their comments many of the 
agents stated their realization that 
the companies were spending a 
great deal of money in advertising 
but that most of the space was dedi- 
cated to the companies on an insti- 
tutional basis and did not do any- 
thing for their agents on the firing 
line. They seemed to feel that joint 
agent-company advertising pro- 
grams were preferable. That, while 
that sort of program might lose 
for the company some of its iden- 
tity, it none the less would help the 
American Agency System and would 
gravitate to each of the companies 
in proper proportion 

It goes without saying that it be- 
hooves the agent to spend some of 


his own money in order to become 
more aggressive in telling his in 
sureds and the public why his ser 
vices justify his commissions 

When we asked if agents need a 
competitive price factor to meet sp« 
cialty competition, 80 per cent of 
the replies said yes, One can hardly 
overlook such an overwhelming de 
mand by agents for price relief. One 
interpretation of the survey results 
indicates a great demand in agency 
ranks for merit rating plans. These 
may develop savings which can re 
duce insurance costs to the public 
without impairment of the agency 
commission structure. 

However, for the reasons set forth 
below we decided at the outset that 
the Buffalo would establish its cas 
ualty facilities at full Bureau rates 
and continue to pay full agency 
scale commissions so that the agent 
might be permitted to perform the 
greatest service possible. Our rea- 


sons are: 


“Why” of Plan 


1. In initiating our casualty fa- 
cilities we will start in the less com- 
petitive areas where the demand for 
rate competition is not as great as 
the overall questionnaire would in- 
dicate 

2. A great many of our highly 
qualified agents told us that they 
did not need the deviation or at 
least that it was a questionable 
value. Those agents gave us initial 
premium estimates of an amount 
which will more than satisfy our 
requirements during the first five 
years 

3. Being a new company in cas 
ualty we felt that our first obliga- 
tion was to get into the casualty 
business quickly and to get into it 

Continued on page 79 
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from: 


Auto Accidents 


Home Accidents 


Other Accidents 





Deaths in 105 U. S. Cities 


(See full tables on pages 84 and 85) 


1953 1952 


6,886 6,746 
7,293 6,480 


7,823 8,304 








Auto Death Rate at 14.7 
Per 100,000 in U.S. Cities 


The Spectator's mortality figures for 105 
leading cities in 1953 trace slight changes 
in fatalities from auto accidents, home 
accidents and other accidental causes. 


PERATION of the automobile 
in 105 American 
deaths of 6,886 in 1953, As lament- 
able as was this exhibition of care- 


cities caused 


lessness on our streets, it neverthe- 
leas was 407 less than the accidental 
deaths due mostly to carelessness in 
the home. In 67 cities having a popu- 
lation of 86,510,000 accidents in 
the home caused 7,293 deaths. Ac 
cidents other than in the home or 
automobile in the 105 cities caused 
deaths totaling 7,823. 

Accidental deaths in the 105 lead- 
ing cities of the United States in 
1958 were 21,598. 


OR 


In Canada automobile accidents 
in 11 cities caused 444 deaths while 
accidents in the home in seven cities 
caused 247 deaths. Accidental 
deaths from other causes including 
deaths in the home in four of the 
cities numbered 696. This brought 
the total deaths by accident in 
Canada to 1,387. 


Contrast with ‘52 


Comparable figures for 1952 
showed that there were 6,746 deaths 
caused by automobile accidents in 
these same American cities. The 


By T. J. V. CULLEN 
Editor 


6,480 accidental deaths in the home 
and 8,304 deaths from other acci- 
brought the total 
deaths due to accidents in 1952 to 
21,605 in these 105 cities of the 
United States. 

In Canada in 1952 there were 415 
deaths due to motor vehicle acci- 
dents in the 11 cities. There were 
180 accidental deaths in the seven 
cities from home accidents. The 717 


dental causes 


deaths from other accidental in- 
strumentalities brought the total 


Canadian deaths in 1952 to 1,312 


Canada and U. S. 


As between the two countries, the 
total accident death rate in 1953 for 
the first time in many years was 
lower in the United States than in 
Canada. This held also true for the 
rate of deaths caused by the auto- 
mobile. 

In 1952 the total accident death 
rate of the United States was 
greater, as it had been in previous 
years, than in Canada. The death 
rate by automobile in 1952 was the 
same for the 11 Canadian cities as 
it was for the 105 American cities. 
In both years accidental deaths in 
the home were at a far greater rate 

more than double, in fact—in the 
United States than they were in 
Canada; while in both years other 
deaths from accidents were fat 
greater in Canada than in the 
United States. 

Health departments, as distin- 
guished from police and safety de- 


Continued on page 8&2 
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SUGGESTION of change of 
ten implies a suggestion of criti- 
cism. Insurance men are espe 
cially sensitive to this. Insurance 


has an extremely intimate and 
personal relationship to the indi 
which it 


vidual, or concern, 


serves. The most able man is fre 
quently the most independent, 
convinced that he knows his own 
insurance problems best. Too of 
ten the “open mind” of the pros 
pect closes at the mention of in 
surance. Salesmen in the Business 
Systems Division of my own firm, 
Diebold, Incorporated, frequently 
encounter the same type of sales 
resistance. In either case, the 
salesman’s greatest weapon is the 
word ‘‘New!”, because no prudent 
business man can afford to deny 
a new product the courtesy of a 
review 

The selling of insurance is 
made more difficult by the fact 
that the problems of insurance are 
easily deferred. A firm can con 
tinue 
improper 
with them. Likewise, a costly, in 
efficient system of record handling 


operating for years with 
insurance—if luck is 


can persist year after year, the 
cost leak never being positively 
identified and eliminated. 
Naturally, the very difficulties 
of our business can also be the 


source of its fascination. The de- 
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Coping with Change 


An ex-casualty executive discusses in- 


surance applications for microfilming. 


By DANIEL MAGGIN 
Chairman of the Board, Diebold, 


igning and selling of both busi 
ness systems and insurance in 
volves a good deal of very inter 
Microfilm 


the subject of this article, is one 


esting detective work. 
of the most glamorous of new 
business tools, but its attraction 
has a firm dollars and cents base 

It is a strange fact that bank 
ing took hold of microfilming from 
the start and exploited its many 
insurance firms 
failed to 


widespread use ot 


advantages, but 
generally have make 
this important devel 
opment. It is esti- 
mated that there are 
over 30,000 microfilm 
cameras now in use, 
yet microfilming in 
the insurance field ji 
often considered un 
tried or unproven 
Microfilm has re- 
cently come of age, 
thanks to the develop 
ment of modern high 
speed equipment. One 
cannot really appreci- 
ate microfilm without 
actually seeing one of 
these high-speed cam 
eras in action. The 
microfilm 
“still” 


In a modern 


original 
cameras took 
pictures 


camera, documents 


are photographed while actuall 
motion. Both document and fil: 
are synchronized to move at 
prope} We call 
this process “Flofilming.” High 


rates of speed. 


speed Flofilming makes it practi 


cal to commit vast quantities o 


records to microfilm efficient! 


Filming ten thousand records 
day is a modest accomplishment 

Over 4000 letter-sized docu 
ments can be recorded on a sing! 
roll of microfilm, and the data re 
duced to as little as 1/36 of it 
former size. Generally, more than 
95 per cent of filing space can be 
regained through microfilming 

It is important to realize that 
information is easy to locate on 
microfilm. The average first im 
pression is generally sceptic, but 
once office workers become familiar 
with microfilm, they find it more 
pleasant to handle than crowded 


Continued on page 78 
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Two-Wheeled Safety Program 


As a community service, Bituminous Casualty Corporation of 


Rock Island, Illinois, planned, sponsored and produced a series 


of safety training-tests for the area's youthful bicycle drivers 


On the big day, youthful participants at left below register by 
submitting completed “true-false’’ quizzes to Janice Roscum, Bitu- 
minous safety engineering department. 


Youngster at lower left shows her pedaling and balancing skill cover- 
ing narrow route in not less than 30 seconds, L. C. Woodyatt, 
Bituminous safety engineering supervisor, holds stop watch. 


Thorough inspection of bikes is being conducted at right below by 
Rock Island police officers. Handlebars, seat, pedals, tires, horn 
or bell, and brake get careful check. 


Hand signal for right turn is demonstrated by serious youth at lower 
right. Rough pavement on test lane provides additional hazard in 
test of signalling, mounting and dismounting. 
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Foner insurance company with a head for 
ideas and a heart for community service has 
launched an important new safety campaign 

Island, 
with 


Bituminous Casualty Corporation, of Rock 
Ill., recently conducted a program in conjunction 


local police and school officials to encourage safe 


bicycle practices among boys and girls of the com- 
munity. 

More than 500 youngsters participated in the day 
long event which took place on three separate days 
They came from third through ninth 
three Island 
situminous Brigade 
National 
America 


early in June. 


grades at schools in sections of Rock 
The program 
stemmed from 
Safety Council and the 
Awarded as prizes were three Schwinn bicycles and 


36 other items including horns, headlights, and park- 


called Sicycle 
recommendations of the 


Sicycle Institute of 


ing stands. Contestants passing bicycle safety inspe 
tion “Approved for Safety” sticke 
printed with reflective Scotchlite on blue plastic. 


were given 


And all contestants received a free ice cream treat 
from the Sturtevant division of the Borden Company 
In charge of the safety program for bikes were: 


Figure-eight steering at left below requires drivers to circle double- 
loop twice, once using only right hand and once only left. Fred 
Cook, Bituminous industrial hygienist, is directing. 


Engineer M. P. Gronbeck, Bituminous mine safety specialist, watches 
corefully at lower left to make sure drivers hit center of 12 inch lane 
entering area for emergency turn and stop test. 
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cee 
gineering department; Dr. M. H. 
coordinator, Rock Island 
Glenn Smith, traffic division, Rock Island police. 

“Although 
said F 


feel that we 


Herbert, superintendent, Bituminous safety « 
Lindstrom, safety 


public schools, and Capt 


our business is national rather than 
B. White, Bituminous president, “we 
the 


spearheading 


} 


1OCai, 


better meet requirements of good 


itizenship by worthwhile home com 


munity projects.” 
Bicvele began shortly before the schoo! 
A film “Bicycling Safety To 


the city 


Brigade 
closed for the summer. 
day’’ was shown in school rooms throughout 
At that time, each boy and girl was given a packet 
booklet 


Instructions 


ontaining an enrollment application, a out- 


ining “Sammy Sprocket’s” safety rules, 
for a skill and performance test, a copy of the Rock 


Island 
an application for a bicycle license and a copy of a 


city ordinance covering bicycling regulations, 


“true-false” quiz. 


Enrollment forms were returned to the home room 
teacher and quizzes were brought on registration day 
to the Brigade test these 


illustrate the 


area. Pictures on pages 


safety sessions 


Zig-zag obstacle course at right below challenges contro! and con 
centration. James Ruefer, Bituminous claims department, supervises 
here with assistance of traffic officer 


Bright-eyed miss at lower right, who is also seen on SPECTATOR 
cover, collects her award for a job well-done. Fewer than a dozen 
youngsters failed to win “Safety Approved" emblems, 





TheNewTexas Law 


The Lone Star State's insurance laws are now 


among the "soundest and most enforceable" in the 


Nation, writes this Texas executive in the first of 


The Spectator's series on recent State legislation. 


HE Texas Legislature at the 
session which adjourned on June 6, 
1955, passed a large number of bills 
reforming and strengthening the 
laws of Texas regulating the forma- 
tion and operation of life insurance 
companies, as well as passing legis- 
lation which regulates the sale of 
insurance company stocks and the 
qualifications and activities of life 
insurance agents. 

The principal language relating 
to formation and operation of life 
insurance companies is contained 
in Senate Bill 12, which has the 
following provisions: 


New Requirements 


1. New companies may not have 
names similar to old companies; 

2. New companies must have at 
least $100,000 in capital plus $100,- 
000 in surplus at the time of or- 
ganization. 

8. Such capital and surplus must 
consist only of: (a) money; (b) 
U. S. bonds; (c) state, county and 
municipal bonds of Texas; and 
(d) U. 8. government insured first 


mortgage loans in an amount not 
to exceed 50 per cent of the min- 
imum capital. 

4. Such minimum capital must 
be maintained in such securities, 
and the capital and surplus may not 
at any time be invested in real 
estate. 

5. Formalizes the procedure of a 
new company obtaining a charter, 
requiring an affidavit reciting that 
the capital and surplus is fully paid, 
and consists of bona fide property 
of the company invested in the type 
of securities above mentioned. At 
the expense of the applicants, the 
Board of Insurance Commissioners 
may request any other information 
with regard to the company which 
The board 
may set a public hearing on any ap- 
plication for a charter, giving 
notice to the Attorney General, the 
applicant, and any party requesting 


it considers necessary. 


notice, and as well as publishing the 
notice in the County of the pro- 
posed Home Office of the company 
applying for the charter. The 
required to determined 
that the capital and surplus has 


Board is 


By DAN C. WILLIAMS 
President, Southland Life, Dallas, Texas 


been paid into the company and is 
the bona fide property of the com- 
pany; that the proposed officers and 
directors have “sufficient insurance 
experience, ability and standing to 
success of the company 
probable”; and that the applicants 
are acting in good faith. 

This Statute makes certain 


render 


changes in the law in order to 
eliminate the issuance of certain 
undesirable policies 


which have heretofore been subject 


coupon type 
to misrepresentation. Foreign com- 
panies doing business in Texas are 
required to have the same capital 
and surplus as Texas companies 

Provision is made that domestic 
companies cannot invest more than 

1/3 per cent of their admitted 
assets in real estate, with the pro 
viso that the Board may allow an 
increase to 50 per cent. The valua 
tion of the real estate is subject to 
the approval of the Board, which 
may have it appraised by any com- 
petent person or persons of its se- 
lection and charge the expense to 
the company. The valuation may 
be made either at the time of the 
original investment or on any ex- 
amination date. No increase may be 
made in the valuation of real estate 
without prior Board approval, and 
the increase is subject to the above 
limitations. 


Judicial Review 


Other legislation provides for the 
judiciai review of Board orders, 
trial de novo, and abolition of the 
substantial evidence rule. 

One of the most important Bills 
passed was a complete and defini- 
tive “Blue Sky” law regulating the 
issuance and sale of all insurance 
company stocks. No stocks may be 
sold without a permit from the 
Board after full and complete dis- 
closure of (a) the assets and lia- 
bilities of the company, (b) the 
proposed advertisements and (c 
the proposed method of sale. If, in 
the opinion of the Board, there is 
anything false, misleading or fraud- 
ulent in connection with the sale of 
such securities, the Board may 
deny the right to sell or stop the 

Continued on page 55 


THE SPECTATOR 





Dwelling Packages 
Sell Best in Suburbs 


A special Spectator survey studies the reception by 
both companies and agents of the new dwelling policies 
for homeowners in urban, suburban, and rural areas 


By WILLIAM M. ALRICH 
Managing Editor 


What areas have been your 
best market for the Home- 
owners’ policy? 


owners form as an established part 


Company Agents 


of the dwelling insurance portfolio 
City 20 50 Earlier Review 
Suburban 23 67 This was emphasized in the 


Rural | ? April, 1955, issue of THE SPECTA 


ron in a quick review of the com 

(Full tabl 86 ond 87 pany replies to this survey. Even 
tables « 

: " a By companies which were not then 


writing these new forms indicated 





this type of combined coveraye was 





“Here to stay.” As you can see 
from tables on pages 86 and 87, 
sixty-four companies reported they 
were not at that time writing home 
owners’ policies. But a large num 
ber of those sixty-four indicated 
that very soon probably before 
the end of 1955—they would adopt 
IRST returns from the voters ent out a two-page questionnaire this dwelling form. Today—mid 
the companies and agents writ- on these new dwelling forms to a \ugust—we know that these forms 
ing the package dwelling policies list of companies and agents. Thei: are now written by most of the 
show that owners of fifteen- votes—answers to those questions companies with facilities for han 
thousand dollar homes in the sub- trace some sketchy but definite dling the dwelling lines involved in 
urban areas of New England and trends in the distribution and mar them 
the Middle Atlantic states have a keting of this latest addition to the 
slight edge as prospective buyers list of important multiple line Agency-Company 
of the homeowners policies. forms What is significant in the an 


Rural areas fall far behind as wers to that first question—Do 
An Accepted Form 
is the com 


, 


markets for these forms that com- you write this form? 
bine fire and casualty dwelling cov- One thing is certain from both parison between company = and 
erages. Sut the urban or city company and agency replies to this agency acceptance of the policy 
houses run very close to the sub- SPECTATOR survey: nearly every Whereas less than 40 per cent of 
urbs in the balloting. body dealing with the fire and cas- the companies wrote the _ policy 

Early this year THE SPECTATOR ualty lines now accepts the home Continued on page 86 
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The Spectator's regular writer on invest- 


ments steps into the push-button economy 


of the future to report that securities then 


will be no more automatic than today's. 


HE world is bright. The out- 
look one of peace and prosperity. 
New ideas come from research de- 
partments and new vistas are open- 
ed by the scientists. There is an 
aura of expectancy around. The im- 
possible of yesterday is now confi 
dently expected to be possible to 
morrow, 

Scientists, business leaders and 
prominent have given 
encouraging predictions for the fu- 


politicians 


ture—and not too close a future at 
that——so it is not surprising to find 
most everyone looking for minor 
miracles in industry. 

Indeed miracles are happening, 
as the old fellow remarked as he 
watched an automatic lathe in op- 
eration. “Wonderful, simply won- 
derful” said he, as a bar of steel 
mechanically slipped into a machine, 
the motor started turning and the 
steel bar took shape under the ex- 
pertly guided cutting tool. “I 
couldn't do better work than that in 
my prime, Instead of running one 
machine you young fellows can han 


34 


dle a whole bank of machines and 
turn out jobs like peas in a pod. Yes 
sir, simply wonderful.” 

That is one phase of automation 

Actually 
old or new. Mechanizing to reduce 
the need for human muscle has been 
going on for years. Each new de- 
starting way back with 
the invention of the wheel, then the 


automation is neither 


velopment 


pulley, the inclined plane, the wedge 
and other basic tools—has made 
possible more production with less 
human work. That is the old and 
still progressing type of automa- 
tion. 


Control of Machines 


More recently the technology of 
automation has been to develop 
means of controlling machines and 
processes so that human reasoning, 
reaction and response are no longer 
needed for routine operations. That 
is the new and expanding automa 
tion. 

So much has been written on 


automation perhaps a few examples 
of present day plants where auto- 
mation is in actual use will be help 
ful in visualizing the possibilities. 
Union modern 
chemical plant in Texas City. It is 
set up so that instruments control 


Carbide has a 


volumes 
and flow of gases and liquids. It is 


pressures, temperatures, 


all done automatically and all proc 
esses watched throughout the run 
by operators at panel boards. 

Then there is the story you o1 
your wife may have heard recently, 
of a mixing machine that will select 
all the necessary ingredients and 
then proceed to make a cake. A 
little far fetched at the moment for 
the kitchen in your home but Pil! 
bury Mills actually has a plant in 
Springfield, Illinois, that does every- 
thing but bake the cake. 


Automatic Cook 


At the Springfield plant buttons 
are pushed for whatever formula is 
Doughnuts 
maybe a devils food cake or some 


desired. perhaps, or 
biscuits. Once the formula is select- 
ed the machine goes to work. The 
ingredients are weighed or metered, 
proportioned, sifted, mixed, blended 
and then the final product comes 
out nicely packaged to appeal 
your wife when displayed in the 
super-markets. 

These plants of Union Carbide 
and Pillsbury Mills are examples of 
the continuous process type of auto- 
They 


the push button type of 


matic production. approach 
factory 


about which much has been written 
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and which is still in the distant fu- 
ture. Actually such layouts have 
limited application and apply only 
to a portion of the production of a 
company. 

Automation is also used exten- 
sively where there are large volume 
runs and repetitious operations with 
products all alike. Thompson Prod- 
ucts, for example, has several lines 
automatically making valves. Delco- 
Remy (division of General Motors) 
assembles and packages small elec- 
trical components. General Electric 
assembles refrigerators. 
Mills has an automatic gathering 


General 


unit that is so efficient it is used by 
International Business Machines 
an electronic manufacturer itself 
in the production of some of its 
master mind calculators. 

You might assume from the above 
that automation is the answer to 
In the 
first place a lot of money is needed 


most every problem. It isn’t 


to install automatic equipment and 
a lot of “bugs” creep in, holding up 
“opening day” and running up the 
expense. Then there may be too 
many products to be handled by a 
tool designed for a single purpose, 
or there may not be enough volume 
to warrant the use of automation 


Public Fancy 
A change in public fancy for an 
article that has been 
through the machines at a steady 


( licking 


rate could conceivably cause the pro 
duction manager some headaches 
If the necessary change is slight it 
may be possible to adjust the tool 
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By ERVIN L. HALL 


Partner, Davis and Hall Investment Management 


but if a substantial change is need 
ed, the whole setup may have to be 
rebuilt or scrapped. This could be 
expensive and wipe out all the hoped 
for benefits. 

But—and this is an important but 

if one company in an industry 
automates successfully, then the 
others are practically forced into 
following suit. Automation then be- 
comes indispensable and is no 
longer something for the Board of 
Directors to talk about. Action is 
needed if the company is to keep 
competitive. 

So much for automation as an 
active, growing and vital part of 
our present age. You probably ars 
wondering how all this fits into an 
investment program. 

Automation should not change 
your basic investment thinking. It 
is only one of many industrial mi: 
acles. It may make your investment 
in an industry or an individual con 
pany more valuable through bette: 
control of costs and improved com 
petitive position. It may widen profit 
margins and with volume of sale 
rising this factor could make plea 
ant reading for stockholder 

We must remember, though, that 
an interest in automation does not 
imply that a marginal or mode 
ately successful company will sud 


denly blossom into a dynamic 
leader. And yet the attraction that 
some stocks have for investors at 
the mere mention of automation, 
electronics or nuclear energy would 
seem to belie that statement. None 
theless, an investor would do well! 
to keep in mind that it is capable 
management more than intricate 
gadgets that make for success. To 
put to prompt practical use the 
new mechanical wonders when such 
use is justified will lay the ground 
future 


work for leadership and 


prosperity 


Capable Management 


Nothing quite takes the place of 


active intelligent management with 
ample resources and a willingness 


in this age to spend money, and 
If these 
are present the glamout 


plenty of it, on research 
ingredient 
that attaches to automation, elec- 
tronics or nuclear energy need not 
be of moment to the true investor. 
The laurels of future success will go 
to such companies automatically. 

This fact i 
ng over a list of companies en 
phases of the 


International 


fairly obvious in look- 
gaged in Various 

automation industry 
Machines, 


Continued on page 53 
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These remarks, presented to a Forest Products Re- 


search Society Meeting in Savannah, Ga., bring up to 


date factors that influence fire insurance premium rates 


By J. W. MORRIS, JR., Division Engineer, South-Eastern Underwriters Association 


How Materials Influence Fire Rates 


HE cost of fire insurance on 
a property is generally expressed 
in terms of dollars per hundred 
dollars of insurance and igs re- 
ferred to as a “rate.” Thus with 
a rate of $1.50 the cost of each 
hundred dollars of insurance is 
one dollar and a half for a term 


of one year. 


Complex Situation 


If the statement were made that 
wood is combustible and fire in- 
surance costs on buildings are di- 
rectly proportional to the amount 
of combustible material used in 
construction, such a statement 
would seem quite logical. Such a 
statement, however, may be quite 
misleading and would be actually 
incorrect in many specific cases 
since there are numerous other 
factors which must be considered. 

The objective sought in estab- 
lishing fire insurance rates is to 
equitably determine the cost of 
fire insurance on one property ac- 
cording to its probable fire loss as 
compared to the probable fire loss 
on all other property. The prob- 
property, 
within a geographical area, if the 
number of properties be suffi 
ciently large, may be determined 
with reasonable accuracy by ac- 


able fire loss on all 


tual experience over periods of 
years, providing the factors caus- 
ing the losses remain reasonably 
constant. In order to utilize in- 


36 


formation on fire experience and 
project probable fire loss on vari- 
ous types of property, the property 
type must be defined or classified. 

Historically, for fire insurance 
purposes, buildings have been 
classified as frame, brick and 
“fireproof”; frame buildings being 
of wooden construction; brick 
buildings being of exterior brick 
walls with wooden floors and/or 
roof; and “fireproof” (or fire-re- 
sistive) buildings being of rein- 
forced concrete throughout, 

With the advancement made in 
the science and art of building 
construction and with the use of 
new materials and innovations in 
methods of assembly, numerous 
modern buildings do not fall en- 
tirely within any of these basic 
historical classes, hence the as- 
sembled materials must be spe- 
cifically evaluated. 


Three Classes 


Materials of building construc- 
tion may be classified into three 
broad classes: First, combustible, 
such as wood; second, noncom- 
bustible which does not burn but 
which is susceptible to severe 
damage when exposed to fire, such 
as steel; and third, fire-resistive, 
which is noncombustible and 
which will withstand moderate 
fires without appreciable damage, 
such as reinforced concrete. 

These broad classifications of 


materials, however, are subject to 
further qualifications as new ma- 
terial combinations are developed 
and used in building construction. 

To illustrate: Wood may be im- 
pregnated with water-soluble 
chemicals to reduce combustibil- 
ity; wood shavings may be mixed 
with cement or gypsum to form a 
precesst unit; wood or vegetable 
fiber may be laminated with non- 
combustible material or 
with fire-retardant paint; Under- 
listed fire 


coated 


writers’ Laboratories 


doors may have wooden cores. 


Should these products be consid- 


ered combustible? 


Tunnel Test 


To assist in arriving at the an- 
swer, a standard “Tunnel Test” 
has been developed, known as 
ASTM No. E-84. In this test a 
panel of the product is subjected 
to a flame under standardized con- 
ditions and the relative surface 
flame spread, the BTU contribu- 
tion, and the developed smoke is 
determined as compared with con- 
crete taken at zero and red oak 
taken at 100. 

This test is of assistance, as 
previously indicated, but it does 
not give the entire answer as 
to combustibility. The National 
Board of Fire Underwriters has 
issued a definition of “Noncom- 
bustible” as applied to building 

Continued on page 54 
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ur policyholders have asked me to tell you... 


Murray D. LINCOLN 
President, Nationwide Insurance, 
peaks for th I 


This is a big day 
in my life 
When our policyholders asked me to 
tell you about our new name, and the 
reasons behind it, it meant that they 
wanted the idea which we had worked 
on together for about half a life-time 
to be offered to people everywhere 


The idea that couldn't stop 
growing 
It was 29 years ago that a group of 
Ohio farmers conceived the idea that 
people working together could solve 
their own problems. At that time our 
need was for low-cost auto insurance 
With borrowed money we started our 
own company, Farm Bureau Mutual 
Automobile Insurance Company 
It won’t work, experts warned us 
But the idea did work. Auto rates for 
Ohio farmers insured with us dropped 
as much as 40%. By working together, 
we had helped ourselves 
We applied the same idea to fire in 
surance and to life insurance. Word 
got around. City people asked to join 


our group. Our neighbors in West Vir 
ginia invited us in. Then Maryland 
Delaware, Vermont and North Caro 
lina. 

Today, our original handful of poli 
evholders has grown to more than two 
million people in 13 states 


1955—year of decision 


Most of these people like our way of 
doing business and those who have 
moved out of our area write back to 
ask why they can't buy our insurance 
in their states 

But in some of these other states 
there are already “Farm Bureau” com 
panies, “Then why not,” asked our Ad 
visory Committee of Policyvholders, 
“change our name so that we can oper 
ate nationwide? 


We take their advice 


Well, we took that advice—like we've 
taken the advice of our Policyholder 
Advisory Committee before. For ex 
ample, they were the ones who sug 
gested the bridal policy that may be 
used to pay wedding expenses. They 
passed approval on “package” policies 
which provide protection for the whole 
family and the budget plan to ease 
premium payments 

Now our Policyvholder Advisory 
Committee has helped us make the 
decision that the idea of people work 
ing together shall not stop growing 
The Committee has approved our be 
coming Nationwide in name just as for 
years we have been nationwide in our 
claims service 

So on September Ist the name Farm 
Bureau Insurance was changed to Na 
tionwide Insurance 

I believe it’s a wise decision. | hope 
you agree. Please write direct to me 
and tell me how you feel about it. 
Meanwhile, let me give you my per 


sonal guarantee that Nationwide In 
surance will never forget the - people 
who made it possible, never change 
from its original idea of people work 
ing together to serve their common 
needs 

Under our new name everyone will 
get the same benefits they now enjoy 
under our present insurance policies 
And at the same time we are working 
on new kinds of policies which many of 
our policvholders have asked for. Your 
Nationwide representative will be the 
same straight-from-the-shoulder ad 
visor you've learned to count on. The 
big difference is that every one of our 
policvholders will have a stake in a 
business that is continuing to expand 
its sales service, state-by-state, until it 
becomes Nationwide 


An invitation to you 

I've always held the idea that 
when you really want to find out 
the answers to people's needs, just 
go ask the people. That's why we 
have the Policyholder Advisory 
Committees Represe ntative pol 
icvholders are chosen by our 
agents in more than 300 districts 
These policyholders then elect 
representatives to a regional and 
then a Company-wide Advisory 
Committee which meets annually 
in Columbus. Here our policyhold 
ers tell us what their real needs 
are and suggest ways for us to 
fulfill those needs. If you'd like to 
participate in one of these meet 
ings—or if you're not already a 
policyholder and think this is the 
kind of company you'd like to deal 
with—just call your Nationwide 
representative. A warm welcome 
awaits you! 








...on September Ist the name 


Farm Bureau Insurance 


OF COLUMBUS, OHIO 


was changed to 


ATIONWIDE INSURANCE 
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Allstate Told to Adjust 
Fire, Ext. Cov. Rates 


July 15—Allstate Insurance Com- 

pany has been ordered by New 
York Superintendent of Insurance 
Leffert Holz to adjust its fire and 
exten’ <d coverage insurance rates 
for dwelling classes to a level re- 
flecting rates 15 per cent below the 
rates of the New York Fire Insur- 
ance Rating Organization. 

Since September, 1954 Allstate 
has been using dwelling fire rates 
approximately 20 per cent lower 
than those of the 260 members and 
subscriber companies of NYFIRO. 
The 20 per cent rates will remain 
in effect pending action by All- 
state Insurance Company on the 
commissioner's order. 

Allstate 
that it is a “significant victory for 


representatives state 
the American free enterprise sys- 
tem” and “sustains Allstate’s posi- 
tion that it has a right to sell in- 
surance at competitive rates and 
that fire insurance rates need not 
be uniform.” 

A spokesman for NYFIRO said 
it is “gratifying to know that the 
State’s rating laws have been up- 
held” and that it is “also grati- 
fying” that Superintendent Holz 
stated in his decision “that he was 
impelled to the effective action 
calling for a hearing on the All- 
state filing because of ‘the absence 
of an adequate hearing and All- 
state’s lack of previous experience 
in the fire insurance field, together 
with the seeming 
cursory compliance with Article 


tenuous and 


VIII (rating law) because of the 


paucity of supporting informa- 


tion, 
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July 15—New standard provisions, 

policy forms and _ endorse- 
ments for general liability insur- 
ance have been announced by the 
Mutual Insurance Rating Bureau 
on behalf of its member and sub- 
scriber companies. 

For the first time the insuring 
public is being offered standard 
provisions for schedule owners’, 
landlords’ and tenants’ liability 
and schedule manufacturers’ and 
contractors’ liability policy forms, 
the Mutual Bureau stated. In addi- 
tion, four revised general liability 
policy forms, a contractual liabil- 
ity coverage endorsement for gen- 
eral and automobile liability poli- 
cies, two comprehensive personal 
liability endorsements and two 
farmers’ comprehensive personal 
liability endorsements are _ in- 
cluded in the general liability in- 
surance revisions. 


July 20—The Surety Association 
of America pursuant to au- 
thorization by its Executive Com- 
mittee on June 22nd announces 
rate reductions reducing the na- 
tional rate level approximately 18 
per cent overall on major types of 
construction contract bonds, effec- 
tive July 20th. This, the most im- 
portant reduction in contract bond 
rates in ten years, is in conformity 
with the Association’s policy of 
providing the broadest possible 
capacity of corporate suretyship at 
lowest possible rates consistent 
with sound business principles. 
The types of contract bonds in- 
cluded in the revision are: Con- 
struction Class B, 
Class A, Bridges 


struction or Sub-structures only, 


Construction 
Complete Con- 


Highways, Roads, etc. 
The new rates for Class B con- 
tracts are as follows: 
Contract Price Rate Per M 
First $100,000 $10.00 
Next 2,400,000 6.50 
Next 2,500,000 5.25 
Next 2,500,000 5.00 
Over 7,500,000 4.70 


The revision extends the princi- 
ple of a term premium based on 
stipulated time for completion 
which was heretofore available 
only on contracts over $2,500,000 
to all types of contracts affected, 
irrespective of size. 


174 Complete IIA Exam, 
Will Receive Certificates 


20—One hundred seventy- 
four persons successfully com- 
pleted the Insurance Institute of 
America examinations given in 
May and will be awarded the Final 
Certificate of the Institute. Most 
of the completers had 
credit for one or more of the ex- 
umination parts prior to May of 


July 


earned 


this year. 
The A, B and C 
under the revised educational pro- 


examinations 


gram of the Institute were con- 
ducted on May 23, 24 and 25 in 76 
locations in 29 states. When the 
first series of examinations under 
the revised program was given in 
May 1953, there were only 19 ex- 
amination centers and 6 persons 
completed. During the last two 


years the expansion has_ been 


rapid as is shown in the following 
1954, there 


figures: In January 
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IN ALL FIELDS OF 


INSURANCE 





were 45 examination locations and 
in May 1954, there 
were 62 examination centers and 


6 completers; 
105 completers; in January 1955, 
65 centers and 112 completers. 


July 21—June purchases of life 
insurance, amounting to $3,- 
995,000,000, brought the aggregate 
for the first six months of the year 
to $23,435,000,000, or 25 per cent 
more than a year ago. The June 
figure, reported yesterday by the 
Life Insurance Agency Manage- 
ment Association, compared with 
$3,189,000,000 in June of last year. 
Purchases of ordinary life insur- 
ance in June were $2,728,000,000, 
or 23 per cent over June a year 
ago. This was the largest June 
total on record for ordinary in- 
surance, 

Industrial life insurance bought 
in June amounted to $570,000,000, 
an increase of 5 per cent from the 
corresponding month last year. 

New group life 
amounted to $697,000,000 in June, 
an increase of 64 per cent from 


insurance 


June a year ago. This was the 
largest June total on record for 
group life insurance. These figures 
represent new groups set up only 
and not additions under group in 
surance contracts already in force. 
In the first six months of this year, 
ordinary life insurance bought ac- 
counted for $14,910,000,000, an in- 
crease of 18 per cent over last 
year. Industrial life insurance pur- 
chases represented $5,367,000,000 
of this year’s six-month total, up 
3 per cent from last year, while 
new group life insurance amounted 
to $5,158,000,000, an increase of 85 
Continued on page 40 
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Insurance Covers First Atom-Power Use 


July 18—lInsurance on the power 
station to be used in produc- 
ing the first commercially distrib- 
uted atomic electrical power has 
been issued by The Travelers. 
General Electric’s atomic power 
station at West Milton, New York, 
producer of the power, is protected 
Workmen’s Com 


liability 


by Travelers 
pensation and coverage 
against possible hazards created 
by the immense forces to be used. 

Created as a_ by-product of 
atomic submarine engine tests, the 
nuclear power produces steam 
which is converted into electricity 
and transmitted for commercial 
use through the lines of the 
Niagara-Mohawk Power Corpora- 
tion. Enough power is being pro- 
duced to power a city of from 
20,000 to 30,000 people. 


Lewis L. Strauss, above, chairman of 
Atomic Energy Commission, closes switch 
at General Electric plant to send first 
commercially distributed A-power through 
lines. Ralph J. Cordiner, president of 
General Electric, below, speaks at dedica- 
tion ceremonies at G. E.'s West Milton 
plant, supplier of A-power. Sphere housing 
prototype atomic power plant for Navy 
submarine "Seawolf” is in background. 





Daily Reports 
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per cent from the first six months 


of last year 


July 26-—Two thousand eight hun- 

dred and thirty-six (2,836) life 
underwriters, the largest number 
in LUTC history, have this year 
the Life 
Council's 


uccessfully completed 


Underwriter Training 
two year course of study, it was 
Loran E, 
Powell, CLU, Managing Director 
of the Council. Mr. Powell pointed 


announced today by 


out that this year’s record-break 
ing figure brings the total number 
of LUTC graduates to 8,550. 

In addition to this group of 
graduates, 6,084 men have success- 
fully completed the First Year of 
the course and are thus qualified 
to take the Second Year which will 
be offered in the fall. To be an 
LUTC graduate, a man must have 
completed both years of the course. 


Group of Firms Form 
Insurance Service Assn. 
Aug. 1—Forty-one firms in leading 

cities in the United States and 
Canada are writing a new chapter 
in the history of the insurance 
agency and brokerage business by 
organizing the Insurance Service 
Association of America through 
which the member firms will ex- 
change facilities and services. For- 
mal announcement of the associa- 
tion was made by Frank S. Coffin 
who has been elected president of 
the Association. Mr. Coffin is vice- 
president of Moore, Case, Lyman 
& Hubard, the Chicago member 
firm in the Association. 

“The basic purpose of the or- 
ganization is to place each member 
in a better competitive position in 
the servicing of national ac- 
counts,” according to Mr. Coffin. 
Through organizational meetings 
held over the last several years, 
11 member firms have been elected 
to Association membership. Each 
member, one to a city, is an inde- 


pendent, locally-owned agency or 








August 5—George E. Johnson, CLU, right, president of The Variable Annuity Life 
Insurance Company of America, receives the new company's Certificate of Au- 
thority from Albert F, Jordan, superintendent of insurance for the District of 


Columbia. 


The company is the first life insurance company to make variable annuities 
available to the general public. It has $1! million in capital and surplus. Its 
variable annuity contracts include life insurance coverage during the initial five- 


year period and an optional waiver of premium benefit for disability. 


offices are in Washington, D. C. 


Home 


Four general types of policies will be offered for sale by the company: annual 
premium deferred annuities, single premium deferred annuities, immediate an- 


nuities and group annuities, 


brokerage firm carefully selected 
on the basis of professional knowl- 
edge and integrity. By interchang- 
ing services, each member firm will 
be able to offer broad, comprehen- 
sive service on a continent-wide 


basis. 


Aug. 1—The Manhattan Life In- 

surance Company today ob- 
serves its 105th anniversary. The 
company issued its first policy on 
August 1, 1850 to Christopher 
Yates Wemple, a New Yorker, at 
its first home office, 108 Broadway, 
New York. It has 
continuously ever since with the 


been in business 


home office remaining in New York 
City. 

Less than four years after the 
initial policy issued to Mr. Wemple, 
the company wrote one of the first 
group life policies, if not the first, 
in February 1854. Ten years later 
it introduced an_ incontestable 
clause in its policies and was the 
first American company to do so. 


Lower Rate Requested 
For Car with Safety Belt 


Aug. 1—What is believed to be the 
first application for lower in- 
automobiles 


surance rates for 


equipped with safety belts was 
filed in Baton Rouge, Louisiana by 
The Delta Companies, Baton Rouge 
insurance group. 
The action by the Delta Com- 
panies followed a recent, published 
statement by Menefee, 
Chairman of the Casualty & Sure 


Insurance 


George 


ty Division, Louisiana 
Rating Commission, to the effect 
that the division would consider 
such requests from insurance com- 
panies and rating bureaus. This is 
the first action taken by any state 
in recognizing automobile safety 
devices as a factor in affecting in- 
surance rates 

The Delta Companies requested 
a 20 per cent reduction in medical 
payment rates and a 5 per cent de- 
crease in bodily injury rates for 
automobiles equipped with safety 
belts. The request was based on a 
complete study of the company’s 
experience in accidents in which a 
person was thrown from the seat 
of the automobile into the wind- 
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shield, dashboard or seat, or out of 
the car. 

No action has been taken on 
the request at this time, however, 
indications are that the Casualty 
& Surety Division will give every 
consideration to the request. 


Canada Insurance Sales 
Up 238.4 Million in ‘55 
Aug. 2—According to The Cana- 
dian Life Insurance Officers Asso- 
ciation, insurance sales for the 
first six months of 1955 in Canada 
totalled $1,556.2 million, up $238.4 
million over last year’s comparable 
figure of $1,317.8 million. Indus- 
trial insurance fell $14.1 million. 
Breakdown 1955 1954 
millions millions 
Ordinary $1,243.4 1,03 


Grou 242 193.6 
Industrial 70.7 84 f 


029.6 


Below, figures show ordinary life 
insurance sales increased in all 
provinces (000 omitted). 
Province 1955 
Alberta $94,197 
B.C 111,839 
Manitoba 35 
N. B 
Newfoundland 
N. 8 
(ontario 


2,762 


Quebec 328 ) 177,922 
Saskatchewan 34,618 
Aug. 3—The application of the 
National Association of Inde- 
pendent Insurers for recognition 
as a statistical bureau for fire in- 
surance in the State of West Vir- 
ginia has been approved in an 
opinion by Insurance Commission- 
er Thomas J. Gillooly. The ap- 
proval of N.A.LI. as a statistical 
bureau clears the way for consid- 
eration by the Commissioner of 
the application of Allstate Insur- 
ance Company to serve as a fire in- 
surance rating bureau in the State 
and also for consideration of their 
filing of rates, both of which are 
now pending. 
Allstate has 
should its 


that, 


acted 


indicated 
application be 
upon favorably, it 
N.A.LI. as its official 
agent for fire insurance in West 
Virginia. 
The only 
which had been recognized in West 
Virginia prior to this ruling were 
those operated by the West Vir- 
gina Inspection Bureau and the 
Factory Mutual Rating Bureau. 
Under unique wording of the West 


would use 
statistical 


statistical bureaus 
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Virginia statute which requires 
that statistical bureaus “maintain 
an office or offices in this State,” it 
had been urged that it was manda 
tory for the entire operation of a 
statistical bureau to be maintained 
in West Virginia. 

Under the Commissioner’s rul- 
that, 


while an office or offices must be 


ing, however, it was held 


maintained in West Virginia and 


such information be available 
through such office or offices as is 
required by the Commissioner un- 


der the law, the actual physical 





North America Honors 
American Bar Assoc. 
President Eisenhower and 
Chief Warren 
among the distinguished guests 
of the Insurance Company of 
North America, John A. Die- 
mand, president, at a luncheon 


Justice were 


tendered on August 24 for the 
American Bar Association. Site 
of affair. at 


3500 persons were served a sit 


which more than 


down luncheon, was _ Indepen 
dence Mall, Philadelphia, Pa. 
The luncheon preceded cere- 
monies commemorating the 
200th anniversary of the birth 


of Chief Justice John Marshall. 





compiling of statistics may be con 
This 
supported the position which 
N.A.L1. had taken in applying for 
recognition. 


ducted elsewhere. decision 


Aug. 8—Selective local automobile 

rate reductions in Michigan 
during the past week are expected 
to be a powerful stimulant to safe 
ty campaigns in the opinion of rep 
resentative agents and traffic safe- 
ty experts. 

It has 


were or were not reduced in cer- 


been shown that rates 
tain localities on the basis of ac- 
Muskegon, 
where a _ vigorous 
Safetv” has 


conducted for more than a year, 


cident experience. Ip 
for instance, 
“Crusade for been 
private car liability rates were re 
duced by from $2 to $4 per car 
except for those owned or princi 


pally operated by unmarried mo- 


torists under 25 
1, 


It was noted, on the other hand, 


that in the Detroit area as well as 


the Flint area, where the accident 
rates are high, no rate reductions 


were made, 


Rating Bureau Granted 
License to Serve Allstate 


Aug. 15—Allstate Rating Bureau 

may be licensed in the State of 
West Virginia to serve as the rat 
ing bureau for fire aad allied lines 
for the Allstate Insurance Com 
pany while maintaining its offices 
in Skokie, Illinois, according to the 
Gillooly, In 
West 


ruling of Thomas J. 
surance Commissioner of 
Virginia. 

In April, 1955, Allstate Insur 
ance Company made a fire insur 
ince rate filing with the Insurance 
Department of West Virginia and 
This 


application was supplemented in 


requested approval of same 


July by a request for approval of 
the Allstate Rating Bureau to act 
as the rating bureau for fire and 
allied lines for Allstate in its pro 
posed operations in West Virginia 

The request for approval stated 
that the bureau would be main 
tained at the home office of All 
tate in Skokie, Illinois. The stated 
bureau was “to 


rating 


purpose of the 
make and formulate rates, 
systems, rules, forms and practices 
relating to fire and extended cover 
age insurance, in compliance with 
the Insurance Laws of West Vir 
ginia, for class rated risks situated 
within the State of West Virginia.’ 
Furthermore, the bureau pro 
posed to make its services avail 
able only to Allstate Insurance 
Company. 
request for 
Gillooly 


In considering the 
approval, Commissioner 
stated that, in his opinion, the only 
question which had been called to 
the attention of the Department 
which merited discussion was 
whether or not the language of 
Code 33-4-13 required rating bu 
reaus to be physically located 
within West Virginia. The word 
ing under discussion read “Within 
ixty days after the establishment 
of any rating bureau in this State 

Study of the entire section and 
consideration of it in connection 
with other provisions of the arti 
cle showed that the word 


lishment” referred to the act of 


“estab 


Continued on page 42 
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Daily Reports in business at end of World War II. 


An increase of 183 in the past 
12 months brought the total at 
mid-year to 1,060 according to a 
survey just concluded by the In- 
stitute of Life Insurance based on 


Continued from page 41 


establishing a bureau within the 
State, rather than to the business 
establishment or place of doing 

business. Since an insurance func- There is now at least one com- 
tion becomes established within a pany in every state in the country. 
state by being licensed therein, ap- The largest state total is that for 


GOOD -WILL proval was granted for the All- Texas where 364 companies were 


state Rating Bureau's licensing in doing business June 30. The next 
A Priceless Asset West Virginia. states in order are: Louisiana, 86; 


A hearing on the proposed rates Alabama, 36; Illinois, 35; Indiana, 


reports from state insurance dept. 


The growth in sales of small will be held Sept. 20. 34; and South Carolina, 34. 


aircraft for use as business 
transportation has opened up Life Companies Double August 15—The lowest nationwide 
an expanded and lucrative ‘ traffic fatality estimate for the 
market for aviation insurance Since World War Il Labor Day weekend since 1950 has 


—"UWS, GROUP” INSURANCE. Aug. 15—There are now more than been announced by the Association 


: 1,000 life insurance companies of Casualty and Surety Companies. 
In the over twenty five years in the United States, twice those The Association, which attrib- 
they have continuously served 
aviation and industry, United 
States Aviation Gadarwvbers 
Inc., aviation Managers for the 
"U.S. Group” of over 50 lead- 
ing stock insurance companies, 
has earned an enviable repu- 
tation for the prompt and equi- 
table servicing of all claims 
and losses—a policy which is 
rigidly maintained. 

It is this kind of service 
which has established such a 
firm and friendly relationship 
between U.S. Aviation Under- 
writers and its many agents- 
an infectious good-will which 
finds its way to the client- 
agency level with such ad 
vantageous results. This is 
evidenced by many grateful 
letters in our files. 

A "US. Group” policy, se 
cured by the over $5 billion 
combined assets of its mem- 
ber companies is assurance of 
stability. 

Whenever any of your clien- 
tele have need for aviation 
coverage, offer them the many 
dependable benefits of ‘U.S. 
Group” insurance—the insur- 


ance that is serviced to build Newly elected officers of the Insurance Ad- 
: vertising Conference chat at recent Atlan- 
good-will. 


tic City meeting of the IAC. They are 
left to right above, Edmund Schenke, ad- 





president; Alvin E. Bulau, assistant secre- 

tary, Home, secretary-treasurer; and Wil- 

te “on ; ; liam H. Doty, supervisor of publicity, 

for it to-day LA , Aetna Group, new president. Right, out- 

1h aoing |AC president, Harry V. Carlier, as- 

sistant secretary, Northern Assurance, 

UNITED STATES AVIATION UNDERWRITERS right, presents Paul Swarm, head of Swarm 

per Insurance Agency, Decatur, Ill., with IAC 

60 JOHN.ST. « NEW YORK 38, N. Y. Grond Award for “Best Use of Advertis- 
ing.” 


of belpful in 
formation will 


i 

A, tong, sales bit al ANTE ey vertising manager, Royal Liverpool, vice 
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uted the reduction to the current 
“Slow Down and Live” traffic 
safety campaign, estimated that 
410 persons will die on the high 
ways during the coming 78 hour 
holiday weekend. 


Plan for Flood Damage 
Insurance Gains Support 


August 26—Senate leaders have 

rallied to the support of a 
plan for Federal insurance against 
flood damage proposed by Con- 
gressman Thomas J. Dodd (D- 
Conn.) to President Eisenhower 
during the President’s visit to the 


flood ravaged state of Connecticut | 


this week. 

Dodd announced today that he 
has received assurances of sup 
port for necessary legislation from 
Congressional leaders in both 
parties. 

“I conferred with many of the 
leaders in the insurance industry 
after the disastro hurricane in 
1954; the recent flood now makes 
Federal insurance aid even more 
imperative.” 

President Eisenhower termed 
Dodd’s proposal ‘a good idea.” 

Among the many Congressional] 
leaders who came to the support 
of Dodd’s proposal were Senato1 
Lyndon D. Johnson, United States 
Senate majority leader, and Sena 
tor Prescott Bush of Connecticut 

Senator Johnson told Dodd that 
he thought the proposal for a 
“Federal Disaster Insurance Cor 
poration” merits consideration by 
appropriate Senate committees, 
and pledged his cooperation in 
drafting the necessary legislation 

In letters to Brent Spence, chair 
man of the House Banking and 
Currency Committee, and Senato1 
William Fulbright, chairman of the 
current Zanking and Currency 
Committee, Dodd stated, “It is my 
idea that since this type of insut 
ance is not available, only the 
Federal Government, working in 
cooperation with the private in- 
surance industry, can make this 
type of protection available to the 
American people.” 

Dodd stated that he would meet 
with leaders of the insurance in 
dustry to discuss legislation at the 
earliest possible moment. 


Continued on page 44 
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(=Kololo We} 6t— shal —— 
or Vou, too 


+’ good business ' 
=e e best insurance, {00: 


The readers 

of the magazines 
listed below 

who reside in 
your community 
are prime 
prospects for 

new DUSINeSS 
Many ol them 
are businessmen 
themselves 

and can more 
readily appreciate 
the many obvious 
advantages of 
being insured 

by The Home 


Insurance Company. 


Your biggest 

sales argument 
quality protection 

will weigh heavily 

and positively with 


any businessman. 


HE HOME 


tor of the 
« your owt 
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resented 
A stock company 1epre** 


This 
advertisement appeors 


in color in 
Time — Sept. 12 
Newsweek —Sept. 12 
Business Week — Sept. 10 
Nation's Business — Sept 
News & World Report —Sept. 23 
Better Homes and Gardens — Oct 
American Home—Oct 


Town Journal —Sept 





4 ” ° 4 
y i * > 
\ -" 


Centered in the Heart " = 


° Ww =~ 
of America’s Insurance Waaanases® 


Buying PublicAre These 4 1QCAl AGENCY SERVICE 
Two Desires * LOW NET COST 


Again this Fall the Kemper Companies 
demonstrate their faith in the American 
agency system through a coast-to-coast 
newspaper advertising campaign featur- 
ing thousands of agents. The ads, sched- 
uled for 118 newspapers, display the 
agents’ pictures . . . emphasize the value 
of personal service and low net cost in- 
surance. Look for the ads in your news- 


paper — starting SEPTEMBER 18. 


Lumbermens 
MUTUAL CASUALTY COTY 


Operating in New York state as 


(American) Lumbermens Mutual Casualty Company of Iilinois 


Divisions of 


KEMPER 


Insurance 
be 
Chicago 


5 a 
\ mercan mororists 
INSURANCE COMPANY 


AMERICAN MANUFACTURERS 
MUTUAL INSURANCE COMPANY 


Fedein?, Mutual 


INSURANCE COMPANY 


Branches in: ATLANTA + BOSTON + DALLAS + LOS ANGELES 
NEW ORLEANS + NEW YORK «+ PHILADELPHIA 
SAN FRANCISCO + SEATTLE +- SYRACUSE 
TORONTO + VAN WERT, OHIO 


Daily Reports 
Continued from page 43 


And in the Future 


Sept. 12-Oct. 7—Seminar in Life Company 
iwianagement, Graduate School of Insur 
ance Administration, Greenwich, Conn 

Sept. 12-14—international Claim Associa- 
tion, 46th annual meeting, Lake Placid 
Club, Adirondacks, New York, N. Y. 

Sept. 14-16—Life Insurance Advertisers As 
sociation's Annual Meeting, Hotel Essex 
New York City 

Sept. 15-l16—Minnesota Association of In 
surance Agents, 58th Annual Convention 
Hotel Kahler, Rochester, Minnesota. 

Sept. 28-30—CPCU Annual Meeting, San 
Francisco, California 

Oct. 2-5—National Association of Casualty 
and Surety Executives and National Asso 
ciation of Casualty and Surety Agents 
1955 Annual Joint Meeting, Greenbrier 
White Sulphur Springs, W. Va. 

Oct. 3-5—National Association of Insur 
ance Agents, 59th Annual Convention 
Biltmore and Statler Hotels, Los Angeles 
Calif. In conjunction with 48th Annual 
Convention of California Association of 
Insurance Agents 

Oct. 9-12—National Association of Mutual 
Insurance Companies, 59th annual con 
vention, Hotel Jefferson, St. Louis, Mo 

Oct. 9-15—Fire Prevention Week through 
out U.S 

Oct. 10-12—American Mutual Alliance Ad- 
vertising-Sales Conference, St. Louis, Mo 
In conjunction with annual meetings of 
Federation of Mutual Fire Insurance Cos 
and National Association of Mutual In 
surance Cos. 

Oct. 17-19—National Association of Mutual 
Insurance Agents Annual Meeting, Neth 
erlands Plaza, Cincinnati, Ohio 

Oct. 17-21—43rd National Safety Congress 
and Exposition, Chicago, Ill. 

Oct. 18—Third Annual Conference of the 
Insurance Accountants Association of San 
Francisco, Sheraton-Palace Hotel, San 
Francisco, California 

Oct. 19—CPCU New York Chapter, All In 
dustry Luncheon, Hotel Biltmore, New 
York, N. Y 

Ort. 20-21—Atlantic Alumni Association of 
LIAMA Sckoo!s in Aaency Management 
Annual Conference Westchester Country 
Club Rve N Y 

Oct. 26-28—American Manaaement Asso 
ciation's 1955-54 Divicional Conference 
nn Insurance, Hotel Statler, New York 
City 

Oct 26-28—Inctitrte of Home Office Un 
derwriters Meaetina Kentucky Hotel 
lavisville, Kentucky 





Correction 

The five year ratio of losses in 
curred to premiums earned of the 
Christiania General Insurance Cor- 
poration of New York that ap- 
peared on page 21 of the 1955 
SPECTATOR Fire Index was incor- 
rectly stated as 50.7 per cent. The 
correct loss ratio should have been 
17.0 per cent. This will change the 
combined loss and expense ratio to 


94.2 per cent 
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1. One of the most interesting 
life insurance programs is the one 
you Own on your own life, and for 
your wife and children. Show it 
to your prospects. 


2. Your prospects are entitled 
to know something about you. 
Prepare an institutional letter or 
kit about yourself. Give your back- 
ground in business, illustrate with 
a picture of 


agency. 


yourself and your 


3. When in doubt about writing 
a “thank you” letter or congratu- 
latory note, write it. 


4. Cut costs where no one will 
notice; spend money where it at- 
tracts favorable attention, builds 
prestige. 
ing budget? 


What is your advertis- 


5. More insurance is sold when 
monthly installment arrangements 
are provided. Do you have a pre- 
mium 
through your bank? 


financing plan available 


6. On community activities: Ac- 
cept only a few appointments, but 
do a superlative job for each. 


7. There is no conflict in insur- 


ance between “professionalism” 
and a vigorous sales attitude. A 
professional salesman approaches 
every prospect on a service basis. 


There is no better approach 


8. “Are you trying to accumu- 
late enough money to retire dur- 
ing your lifetime?” 

9. Do you ever ask your pros 
pect and his wife to come to your 
office? For an important business 
transaction, such as insurance, 
your office is the proper locale to 


conduct business 


10. What is your “S.A.,” that 


is, sales activity quotient? 


11. What is your doctor friend 
doing tomorrow for luncheon? 


12. What is your child’s teacher 


doing after three 


13. What is your attorney friend 


doing early tomorrow? 


14. What is your merchant 
friend doing early 
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this afternoon? 


sales briefs... 


A LINE A DAY... 


By Mel Blackburn, C.P.C.U. 


15. What is your building con- 


tractor friend doing before he 


yoes home tonight? 


16. More inflation? The problem 
is extremely simple for yout 
widow. She pays the rent money 


or she doesn’t 


17. More inflation? The problem 
is extremely simple for your col 
lege-age son. He pays the tuition 


or he doesn't 


18. More inflation? The problem 
simple—for you on 


You take it easy 


is extremely 
your retirement 


or you don’t 


19. Life 


always has been and always will 


insurance is what it 
be-——-protection—money when it 1 


needed most 


20. The next sixty days can be 
youl most 


1955 Double your quota 


21. Put more emotion, less arith 
your presentation 


stockholders love their fa 


22. Automobile Liability dea! 


vith a life someone loves the 


most dramatic situation there 


23. Combine 
Act ident 


coverages. It’s a novel idea, re 


appropriate Personal 


duces competition, increases sales 


prosperous day of 


Automobile with 


24. Do you really believe in in 
surance? Why did you let that 


prospect say “no? 


25. It is always later than any 
of us ever think. Now is the time 
for you to help people solve their 
problems, to help them make right 


decisions 


26. The only reason you are in 
the insurance business is to help 
people solve problems 

27. To help people at some in 
definite future date, you must see 
them today 

28. A new idea: Before you see 
next prospect, learn one fact 
him. Ask him a few intelli 

tions based on that fact 

alesmen you ever meet 


you talking about your 


29. It's not that you have some 
thing you have to sell to earn you. 
iving it’s that you have some 
thing other people need and want 


Help them with their budget 


30. Avoid a slump with direct 
commitments which compel 
Schedule more sales 
possibly han 

o it means an “app-a 

A alesman who produce 


an app-a-week is a good salesman 
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No servicing headaches 
It’s that simple! 

No specialized 

technical knowledge 
needed. You devote your 


imeto te proucive, Aa A AF YOU CAN READ THIS, 


profitable steps of making 


le, We do tere E. ees, «YOU CAN SELL 
or en i DAS iz _ TRUCK-BUS INSURANCE 


To help you clinch 

the closings, we offer your 
prospects 24-hour engineering | 
service, safety meetings, research 
programs, award systems, day and 
right claims service, mechanical 
inspections, highway driver-checks, 
and traffic-hazard reports. 

What else? Lower accident rates 
than the national average. 


And lower premiums. 


Who offers you all this? Markel. 
Largest company of its kind 

in the world, and specialists in the 
business for over a quarter of a 
century, Markel offers you a 

proved plan to profits in a truck-bus 
insurance field. Get the facts. 

Mail the coupon for complete details, 


Do it today. 


for this 


— a Look 
‘ 


‘ symbol of safety 
" yon America’s 


trucks & buses 


Mise. a oe | 


MARKEL SERVICE, INC., 
Richmond, Va., Dept. SP 9 


Gentlemen: Yes, | am interested in selling 
this kind of coverage. Without obligation, 


send me at once all the details on Markel 
Service and the 10-Point Plan to Profits. 


MARKEL SERVICE INC. 
HOME OFFICE: Richmond, Va. 


“Eliminates The Cause To Eliminate The Accident” 


Name 


Address . . 
Exclusive Underwriters for the 


ZOne........ ce American Fidelity & Casualty Company, Ine. 


The largest stock company in the world 
specializing in motor carrier coverages. 
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These Names Make News 


PERSONNEL: Promotions 


Achievements, Retirements 


COMPANY: Expansions 


Mergers, New Organizations 


Dr. Thomas E. Smith, Dallas sur- 
geon, has been elected chairman 
of the 
Western Bankers Life Insurance 
Co. 


board of directors of 


Welsh was elected re- 
cently to the board of directors 


Leroy 


of Mutual of Omaha, succeeding 
the late Charles E. Peterson. 
Mr. Welsh is president of Butler- 
Welsh Grain Co. 


Sherman R. Knapp has been elect 
ed a director of the Connecticut 
Mutual Life Insurance Co. Mr. 
Knapp is president and director 
of Connecticut Light and Power 


Co. 


‘atherine B. Cleary, recently elect- 
ed to the board of trustees of the 
Northwestern Mutual Life In- 
surance Co., will be the first 
woman to serve in that capacity 
in the firm’s 98-year existence. 
A former assistant treasurer of 
the United States and former as- 
sistant to the Secretary of the 
Treasury, Miss Cleary is vice 
president of the First Wisconsin 
Trust Co. 


Wilson Mothershead, executive 
vice president of the Indiana 
National Bank of Indianapolis, 
has been elected a director of 
Indianapolis Life. 


Alfred VandeZande has been ap- 


pointed Wisconsin commis- 
sioner of insurance for the term 


ending June 1959 


Charles M. Spofford, a partner in 

the New York City law firm of 
Polk Wardwell 
land and Kiendl, has been elect- 


Davis Sunder- 
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John P. 


ed a trustee of the Mutual Life 
of New York. 


Pugh Moore has been appointed 
director of information for the 
National Association of Life Un- 
derwriters. Mr. Moore was for 
merly general desk editor for 


the Associated Press. 


Beardsley Ruml, author of the pay- 

as-you-go income tax = system, 
was elected a director of the 
United Life and Accident Insur 
ance Co. He is chairman of the 
board of R. H. Macy Co. Dr. 
Philip M. L. 


director of United Life, was also 


Forsberg, medica! 


elected a director of the com 


pany 


Dr. E. J. Larson, a partner in the 


DePuy-Sorkness Clinie of James 
town, North Dakota, was elected 
a member of the board of direc 
tors of Western States Life In 


urance Company 


B. C. Vitt, president of the Ameri 
can Insurance Co., Newark, has 
been named a director of the 
New Jersey Bell Telephone Co 

He is also president of Bankers 

Indemnity, American's casualty 


affiliate. 


John M. Stewart has been elected 
executive vice president of Great 
Southwest Life of Dallas. Mr 

Stewart served as administra 

tive officer of the firm’s Texas 

Educators Security Plan prior 

to his election. 
Frazier, Jr., formerly 

assistant comptroller, has been 
named comptroller of the four 


Continued on page 48 


Harlan T. Moses, executive vice president 
of Firemen's Mutual Insurance Company, 
was recently elected president of the firm 


Randolph E. Brown 
has been elected 
vice president in 
charge of agencies 
and production of 
the American Surety 
Company of New 
York. He is former 
manager of the 
Brooklyn branch of 
fice of the Group 


James D. Spellman 
has been appointed 
vice president of 
the Fidelity and 
Casualty Company 
of New York, a mem 
ber of the America 
Fore Goup. 


E. V. Silver, Jr., has 
joined the Atlantic 
Companies as vice 
president in charge 
of the newly created 
multiple lines de 
partment. He is for 
mer assistant man 
ager of the eastern 
marine department 
of the Firemans 


Fund 


Claire L. Gsell, for 
mer sales director of 
lowa Life, has been 
named agency vice 
president of the 
Central Standard 
Life 


Donald L. Smith has 
joined Postal Life of 
New York as direc 
tor of agencies 
Formerly he was 
assistant superinten 
dent of agencies for 
Acacia Mutual 





These Names Make News — Donald B. Monnier has been elect- 

ed vice president in charge of 

Continued from page 47 , om ; the mortgage loan division of 

uF Se American Fire and Casualty Co. 

Travelers Insurance Companies. e ” He has been assistant vice 

president of the Homestead Sav- 

ings and Loan Association of 
Utica, New York, since 1952. 


Bert A. Jochen, vice president, has 
been elected executive vice pres- 
ident of the American Insurance 


Co, Peyton Y. Alverson was elected a 


vice president of American Ma- 


Fernando R. Godoy, formerly a rine and General Insurance Co. 


vice president, has been appoint- 
ed first vice president of Ultra- 
mar Inter - America Corpora- 
tion, 


recently. Mr. Alverson is mana- 
ger of the Pacific Coast depart- 
ment of the Northern Assurance 

Martin S. House has been Co. Ltd. 

named special counsel to su- 

q ). Bent : ise a State of N York or , , . 
Seymour E. Smith, an associate ac- oneal seth tg William Ingram, former director of 
tigation of employee welfare agencies for the Illinois Region 
president and actuary of the funds. Mr. House ae for 
Travelers Insurance Co. mery © partner in the Now of America, has bee -omoted 
York law firm of Glass and Tt America, has veen promote 
Lynch, 


tuary, has been appointed vice 
of the Prudential Insurance Co. 


to executive director of agencies 
Miguel J. Godoy and Leighton K. 


Montgomery, former assistant 
vice presidents, have been named 


of the firm. 


George A. Connor, vice president, Herman K. Beebe has been named 
vice president and general man. has been named vice president director of agencies of Guaranty 
ager, and vice president and in charge of the fidelity bonding Income Life of 
manager of the adjusting de- activities of the Fidelity and 
partment respectively of Ultra- 
mar Inter-America Corp 


Baton Rouge, 
Louisiana. Mr. Beebe has been 
Deposit Company and American agent and general agent with 
Bonding Company. the firm for the last four years. 
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From coast to coast the people favor ur own Direct Agency 

: ‘ hs ish and build y® iIty agency 
National Casualty'’s sound protection— Establis National ne sarge pooer A 
the finest in Disability Income, Hospital- appoint rtieslors 
ization and Surgical coverages for the a A , 
Individual, Family, Franchise or True A Company. Detroit 26, 


Casualty 
Group case. 





Remember—lIt's Easiest to Sell the Best! 
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Forrest D. Guynn has been named 
director of agencies of the Old 
Line Life Insurance Company of 
America. Previously Mr. Guynn 
was vice president of the agency 
department of the Midland Na- 
tional Life. 


Lewis H. Bodman, of the Philadel- 
phia office, and Walter D. Yates, 
head of the New York City office, 
were promoted from resident 

vice president to vice president 


of James S. Kemper and Co. 


Russell J. Taylor, former adver- 
tising assistant, was appointed 
director of sales promotion of 
Occidental Life of California. 


Don F. Sorensen, head of the news 
bureau of Occidental Life of 
California, was named director 
of the firm’s press relations and 
publications. 


Charles F. Brewer 
has been named 
treasurer of Indi- 
anapolis Life. Mr 
Brewer is former 
head of the firm's 
mortgage loan de 
partment 


Robert B. DeVore has been ad- 
vanced to secretary of the Hart 
ford Accident and Indemnity Co. 
Mr. DeVore 


of the Cincinnati office. 


has been manager 


Herbert F. Dimond, Arthur D. 
Cohen and George A. Daly 
new secretaries of Fidelity and 
Casualty Co. of New York, one 
of the America Fore Group 


are 


James D. Smith has been appointed 

to the newly created position of 
for 
the 
Travelers Insurance Companies. 


manager, agency research, 


all agency departments of 


He has been serving as assistant 


superintendent, training sales 
research and promotion division, 
life, accident and health agency 


department. 


John J. Henry has been named 
manager of the Middle Atlantic 
New England the 


Pennsylvania Lumbermens Mu- 


division of 


tual Insurance Company of Phil- 


Continued on page 50 
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Busy, busy, busy! That office! A girl hardly 


has time to powder her nose these days, and 


neither has Mr. L Oh, ‘t mean that 


do I? What I do mean he that new 


PLM Homeowner's Policy has the hop 


Oh, that's a pun or something, 


H O P Homeowner's Policy. Well, whatever 


it is, we're doing busine with that new 


Homeowner's Policy of PLM's, and I don't mean 


maybe. Considering all the hazards it covers 


and the fact that a policyholder makes a double 


saving—20% lower initial cost and, on top of 


that, PLM' 15% dividend—well, no wonder it's 


SO popular oundest dollar's worth of 


insurance protection you can t Who says 


only we gal know a bargain 





HOW ABOUT YOU, MR. LOCAL AGENT? 

Why not get in touch with us for all the facts on the 
new PLM Homeowner’s Policy? You'll find it unusually 
liberal in the coverages it includes 


and the savings 


it offers 
PLM 


about representation 


making it exceptionally attractive to pros- 


pects. has much to offer your office. Write us 


Pennsylvania Lumbermens 


Mutual 


Insurance Company 


PLM 


Writing FIRE and ALLIED LINES “In the Birthplace of American Mutual insurance’’ 








These Names Make News Asa F. Kinney has been named 


director of the group insurance 
administration department of 
John Hancock Mutual Life. Mr. 
adelphia. Mr. Henry has been Kinney is also assistant secre- 
the firm’s special agent for tary of the company. 


Continued from page 49 


Pennsylvania, Maryland, Dela- 
ware and New Jersey since 1948 Daniel F. Cahalane became mana- , dj 
ger of the insurance department si 

Mare F. Goodrich has been ap of the American Tobacco Co Franklin E. Schaffer, Robert C. Martin 
account executive has been named as- 
; : specializing in insur- sistant vice presi- 
curity Benefit Life. He was pre- James H. Braddock, actuary, has once advertising and dent and sales man- 
viously a special agent for the been promoted to second vice public relations, has ager of Higham, 


Bankers Life of Nebraska president of the New York Life. been slected @ vice Neilson, Whitridge 
president of Dore and Reid, Inc., school 
mus and Company and camp insurance 
advertising and pub specialists 
lic relations firm. 


pointed agency secretary of Se- 


‘| » Be >| “If you’re a relatively new broker,” 
1Mme VY says William J. Finn of Chicago, 
f “Prudential’s brokerage service can be Leonard Nattinger has been ap- 
assistant secretary of 


. . 
> y a big help to you. It was f ., pointed 
tip for new : marca Gg n hoaen the Combined Insurance Co. of 


“For example, in a recent case involving 
the sale of a $40,000 Modified 3 policy, America. Formerly, Mr. Nat- 


broke rs The Pru brokerage manager he Iped tinger was manager of the supe 
‘jor icy dep: ; r the 
me follow it through to the very end rior policy department of th 


He gave me just the right sales aids, Company. 


together with some very persuasive Hilger H. Hertell, of San Juan, 
assistance at the point of sale Puerto Rico, will handle the 
“And even with all this help from Puartn Rican business of the 
Prudential, I still got the full American Casualty Co. of Read- 
commission!” ing, Pa., in the capacity of gen- 
eral agent. The company re- 
cently announced its authoriza- 
tion to transact business in 


Puerto Rico 


D. D. “Pat” Murphy has been 
named executive director of the 
National Association of Life 
Companies Inc. He is vice presi- 
dent of Columbus National Life 
Insurance Co. and former insur- 
ance commissioner of South Car- 
olina. 


Louis H. Lenzer has been appoint- 
ed assistant vice president and 
agency director of Bankers Life 


——) fe Insurance Co. of America at Dal- 


las. He was previously agency 


director for another Dallas com- 
TO; BROKERAGE SERVICE + THE PRUDENTIAL, NEWARK 1, N. J. pany 
I want to know more about Prudential’s prokerace service and how it will 
make Lire sales easier for me William A. Wickham has been ap 
sor 1O.™O4y pointed assistant secretary of 
™ Standard Accident, Detroit, and 
%. ‘ e1e 
&% affiliate, Planet Insurance. He 
ADDRESS . 


- 

Lad . . ° ° . 

3 will continue in his present po- 
4 


~ 
PHONE ; , ry sition of associate counsel in 


charge of the legal department 


TH kK PR l DEN - | A L ~ <a of the companies. 


INSURANCE MP AMERICA 1875 —Protecting the Pamily—195‘ Marvin A. Kobel has been named 
Life Insurance ® Annu ent © Group Insur sroup Pensions director of publications for the 
National Association of Life Un- 
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derwriters. Mr. Kobel joins the “ = 
NALU headquartery staff after A profitable way to win new friends 
seven years as senior associate 
editor and associete editor in and prospects by the thousands 
the publications department of 
the Metropolitan Life Insurance 


Co. 





William T. Brightman Jr., presi- pois GSO pio™ 
dent of Blackstone Mutual; Cas- 19 & so" wits 
imir Z. Greenley, insurance man- « Pre gs ont 
ager of International Minerals sv Texto gchools 
and Chemical Corp.; Joe T. Par- \ ton ne aad CP. \ 
rett, insurance manager of Car- \ of Publi 4 4 FA be \ $ 50 
nation Co.; Claude H. Rice, in- \ lm \— a \ . 
surance manager of the Babcock | = \ A VEAR 
and Wilcox Co.; Francis Van & ' ¥- \ Gn SeCCauy 
Orman, vice president of the 
American Insurance Co., and 
Roy L. Jacobus, manager of in- 
surance and pension department 
of Ford Motor Co., have been 
appointed to the Insurance Plan- 
ning Council of the American 
Management Association. 


Norris Patrick Browne, insurance 
advertising, public relations and 
sales promotion executive, re- 
cently joined the firm of Allston- 
Musante Associates Inc., adver- MORE than 1,500,000 school children were insured under 

tising counsellors. Mr. Browne : American Casualty’s Student Protection Plan in 1954. This 

will service fire and casualty ac- * year's plan is even better. Learn why agents make comments 


counts and supervise execution like these: “more enthusiasm was stirred up with this plan 


of plans and material designed bag a than anything we have ever worked on and “we're con- 


for property insurance clients vinced that the Student Protection program is the greatest 
, thing that has happened in the insurance industry for both 
agent and company.” Write for your copy of the Student 
William M. Sloan will serve as ad 


ministrative assistant in the 


Protection kit today 


(Not available in California, New Jersey, Oregon, South Dakota and Texas) 


State of West Virginia insur 


ance department. He is vice 4 CG i} Ct 

president of the Charleston American ASUA ly OMpaHny 

Claims Association READING, PENNSYLVANIA 
Since 1902 











Donald L. Schaffer is currently em- 
ployed by the State of West Vir- 
ginia insurance department for 
the purpose of revising the In- HARRY 8S. TRESSEL & ASSOCIATES 
surance Code. A member of Consulting Actuaries 
the law firm of Litton, Fisher, 10 S. LA SALLE STREET CHICAGO 3, ILL 
and Schaffer of Charleston, Mr. HARRY S. TRESSEL, M.C.A. Ww. P. KELLY 
Schaffer rewrote the West Vir- M. WOLFMAN, F.S.A. M. KAZAROVY 
gina Motor Vehicle Code in 1961 N. A. MOSCOVITCH, A.S.A. E. K. GREEN 

Franklin 24020 











Lewis V. Irvine, of the Travelers, 
was recently elected president of 





the Insurance Company Educa- Sess 0 Ques —_ 
tion Directors Society. Also 
elected were M. J. Pierce, of MILES M. DAWSON & SON, INC. 
Standard - Accident, vice presi- 
dent; William C. Moore, of 
America Fore, second vice pres- 


Consulting Actuaries 


1014 Hope Street 154A Newbury Street 
Springdale, Conn. Boston 16, Mass. 








Continued on page 52 
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Harbor Insurance, San Diego, Cal- 

These Names Make News ifornia, has been elected to mem- 

bership in the Interbureau In- 
surance Advisory Group. 


} 
i} 
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| Our 
Agency Relations 
Go Way Back— 


| Over 100 years ago, when the 


Continued from page 51 


Indianapolis Life has increased its 
ident, and Douglas M. Roy, of dividends to policyholders effec- 
Selected Risks, executive board tive July 1. The increases in 


member. dividends, averaging about 15 


per cent, apply to all partici- 


pating life insurance policies 
currently in force. 


Hanover started business, the Howard Holderness, president of 


thought prevailed that the In the Jefferson Standard Life in 


surance business could be con Greensboro, N. C., has been 
International Service Insurance 


Co. stockholders recently voted 
to increase capital from $700,000 
the first major Companies to to $1,000,000. (SpEcTATOR’sS 1955 
appoint agents. | F.F.A. rating: A, A+, A+.) 
Buffalo Insurance Co. board of 


ducted without agents. named to a special nine-man 
We, however. did not share | commission to study the North 


this view for we were one of Carolina Revenue Code. 





We are proud of our loyal sup- | : 
port of the American Agency | directors has approved the sale London and Scottish Assurance’s 
System and shall continue to | of additional stock to finance an United States branch has been 
encourage the perpetuity of | expansion of the firm’s business transferred to the American Ma- 
that system, which has enabled and its entry into the casualty rine and General Insurance Co., 
us to achieve a leading pos field. Of the $2,009,000 the com- in accordance with New York in- 
tion in the Insurance field pany plans to raise, $400,000 surance law provisions permit- 
will be added to capital and the ting “domestication” of a U. S. 


* 
balance to surplus. (SPECTATOR'S branch into a domestic subsid- 

THE HANOVER 1955 F.F.A.: A+, A—, A+.) er: 
FIRE INSURANCE CO. 
OF NEW YORK Crown Life stock has been split 10 ‘St. Paul Mutual of St. Paul, Minn., 
Org, 1052 for 1 and the par value of shares has completed a reinsurance and 
cut from $100 to $10. In addition, merger agreement with the 


THE FULTON the shareholders surplus ac- South Dakota Mutual of Aber- 


FIRE INSURANCE CO. count has been capitalized and deen, South Dakota. St. Paul 

NEW YORK distributed to shareholders on Mutual will continue to serve 
the basis of 4,475/5,525 of a the South Dakota Mutual agents 
share for each new $10-par and write the same lines of in- 


share held. surance on a_ non-assessable 





basis at approximately the same 
S F rules and rates. (St. Paul Mu- 
Fairview Mutual Fire, a Pennsyl- tual, SPECTATOR’S 1955 F.F.A.: 
vania mutual fire insurance firm, BB+. A+. A 
has been suspended from trans- 
acting further business by 
Pennsylvania insurance commis- 
sioner Francis R. Smith. Com- 
missioner’s Smith action was 
taken on the grounds that the 
company had a financial deficit 
as of July 13, 1955, and that its 


assets were insuflicient to pay 


WESTERN FRPARTMENT 








Union Bankers Insurance Co. has 














received a license to do business 


in Indiana. 


DIVIDENDS: Quarterly—Colonial 
Life Insurance Co. of America, 
$.25 per share payable Septem- 
ber 15 to stockholders of record 


THE OLDEST INSURANCE claims. September 2. International Fi- 


COMPANY IN THE WORLD delity Insurance Co. of Dallas, 

Great Southwest Life stockholders payable June 30 to stockholders 
have approved a two - for - one of record June 15. 
stock split and have authorized Other—American Insurance Co., 
the sale of 105,000 additional $.65 per share payable October 1 
shares of common stock. Action to stockholders of record Sep- 
on the stock split calls for the tember 1. Franklin Life Insur- 
issuance of two additional ance Co., Springfield, Ill., 50 per 
shares of Great Southwest stock cent stock dividend payable Au- 


55 FIFTH AVE., NEW YORK for each share owned by stock- gust 16 to stockholders of record 


holders of record as of July 6. August 4. 
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the danger of unsound investment tomorrow. Changes come slowly and 


Automation lies oundly run companies will build 


Regardless of the modern indu slowly. Stick to these soundly run 


] 


i age 35 ‘ 
Continued from peg trial miracles the foundation of in companies and also give som 
vestment success is to pick good thought to the expanding horizon 


companies with good management, of our Atomic Age. If, to para 


Honeywell, General Electric, Squa 
D. Food Machinery, Underwood all ample resources and aggressive re phrase Rudyard Kipling, all thing 


have an interest but some will show arch. If these are ( nd, youl count with vou but none too mucn, 


much better progress than others investment is likely to be sound you will not be swept away by th 


and automation will only be a con rhe world is bright and automa froth of bull market enthusiasm 


tributing reason. General Mills, for tion indoubtedly adds omething Che securities of well managed com 


instance, has demonstrated a hign to its brilliance. Do not, though, let panies will surely reflect the growth 


de- the bi 


caliber of ability in automatic illiance of the moment le: of this dynamic age, even though 


sign and production, but Genera! you to expect the impossible ot that growth may not always be a 


Mills was a success long before ii yesterday to be industrially possible teady blissful ride 
took an interest in automation. Its 
management and research staff hav 
kept it at the top of the ladder fo: 
years and when new fields opened it 


was Walting. 


Price War 


Westinghouse Electric, despite 


its interest in automation, has run 


into hard times this year as the re If you are thinking in terms 


port for the half year indicates. of a “second company” for your 
This has been due in large measure surplus business or for placing 

‘ : “oi business which your company 
to a price war in heavy utility doce not assent, 6 look at 
equipment early in the year. West- American United Life's complete 
inghouse got its share of the busi “a la carte” service may well 
ness but it was not too profitabl be in order! 


Strange as it may seem—just when ’ = ; 
Pioneers in writing “rated” business, 


American United has a *$25,000 Executive 
Westinghouse stock was pushed to Special” policy (ratable and sold in 4 unit 


price cutting was at its height 


an all time high. The glamour ot minimums) with low net payments as well 
automation, electronics and nuclear as low net costs; a “Special Option 


energy was in the forefront of rea investment type policy where premium 


sons why one should own Westiny payments in later years may be reduced below 
house Fortunately those who ordinary life rates if desired; a “Major 
Me al yense”’ y v a $7,500 
bought on such glamour tales, and fledical Expense” policy with s 

benefit, that is a honey just a few of the 
now are up against poor earning , 

many services available on an “‘a la carte 

report, will not rue the investment. basis. Your inquiry is invited 


Westinghouse is blessed with good 

management and research, and this AMERICAN UNITED LIFE INSURANCE COMPANY 
example is cited merely to higt INDIANAPOLIS, INDIANA 

light the trouble that can arise from {ssets over $118 million 


placing too much weight on indu Insurance in force over $600 million 





trial miracles that take time to 








; Use One of These Five Factful Monthly Letters 
Automation today is a household Imprinted Especially For You To Create Prestige: 
word and there have been equally NET AFTER TAXES ... BUSINESS SECURITY ... INSURED 
eae Rite ga a PENSIONS ... EMPLOYEE BENEFIT PLAN REVIEW . . . 
; INSURANCE BUYERS NEWSLETTER 
Write Fer Sample Copies 
aviation to name a couple. Whether CHARLES D. SPENCER & ASSOCIATES, INC., Publishers 


the time is 1927, 1936, 1946 or 1955 | 166 W. Jackson Blvd., Chicago 4, Ill, 


all prosperous eras—we find it 


mature, 


radio broadcasting and commercial 








well to keep investment fundament 
als in mind. New gadgets, new G. B. GOLDMAN PAPER COMPANY 


hopes, new fields of conquest all add Purchasers of Paper and Paper Products Damaged Thru 
froth to the market value of stocks 


in any prosperous era. This froth FIRE—WATER—TRANSPORTATION 


can become so excessive as to ob 316 N. 3rd ST. PHILA... PA. 
scure true values. It is here that 
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Fire Rates 


Continued from page 36 


construction materials using the 
surface flame spread as one cri- 
teria. This definition is now in 
rather wide use for many pur- 
poses. 

It may also be of interest to 
mention another test of materials 
of construction, known as the re- 
tardant test (U. L. 263; ASA, 
A2-1; ASTM Serial FE 119), which 
is widely used for many purposes. 
In this test, wall and floor panels 
and columns are subjected to a 
rapid temperature rise (1,000 deg. 
F. in 5 minutes; 1,700 deg. F. in 
one hour) and may be subjected 
to water from a standardized hose 
stream at the end of a specified 
period. Performance as to the 
transfer of heat to the unexposed 
surface of a panel and ability to 
properly sustain designed live and 
dead loads are expressed in terms 
of hours. Thus we may have an 
assembly of one-hour fire resis- 
tance or four-hour fire resistance. 


Important Factors 

The classification of the be- 
havior of materials of construc- 
tion, either as to its combusti- 
bility or fire-resistance is valuable 
information in the determination 
of fire insurance rates; these are 
however but factors which are 
interrelated with many others. 

The probable fire loss of an in- 
dividual property as reflected in 
its fire insurance rate is based on 
many components, the broad divi 
sions of which include the build 
ing structure, the class of occu- 
pancy, the efficiency of interior 
and exterior fire protection and 
exposures, together with the vari- 
ous stipulations which may be 
made in the insurance contract 
Each component is so interrelated 
that a change in one may affect a 
change in the evaluation of any of 
the others, 

Theoretically these variable 
components of probable fire loss 
may be infinitely expanded; how- 
ever, there are practical limits to 
the number which can be used. 

For example, there are now gen- 
erally in use the three broad 
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classes of building construction: 
frame, brick and fire-resistive; 
some 115 different classes of oc- 
different 
classes of public outside fire pro- 


cupancy and some 10 


tection. There are many variations 
of interior fire protection which 
may be automatic or non-auto- 
matic. 

Each of these interrelated clas- 
sifications may be further modi- 
fied according to the specific case 
under consideration. For example, 
it is possible for a building struc- 
ture to be classified as “fire-resis- 
tive” but because of other com- 
ponents of fire loss probability 
may actually have a fire insurance 
rate equal to or greater than some 
other building classified as “brick” 
or “frame.” Conversely, a build- 
ing may be classified as frame, but 
because of other components of 
fire loss probability may have ea 
fire insurance rate equal to or less 
than another building classified as 
“fire-resistive” or “brick.” 

In the selection of materials of 
construction for a_ building, a 
property owner may be motivated 
by many influences, such as ar- 
tistic beauty, functional design, 
probable time of use of an in- 
tended occupancy, cost of the com- 
pleted structure, depreciation, 
safety to life of occupants, build- 
ing code requirements and prob- 
able loss from fire as reflected in 
the fire insurance rate. 

While the fire insurance rate 
may be a contributing influence 


v7 A 


Hold everything—Ladies first! 


there are many specific cases 
where this influence is more or 
less immaterial. It is quite doubt- 
ful that all of these influences will 
remain constant throughout the 
useful life of the building. Fire 
insurance rates for specific clas- 
sifications are under continuous 
study; they have not been con- 
stant in the past and there is no 
reason to think they will remain 
unchanged in the future. 

Whether the owner of a build 
ing of combustible construction 
wishes to be insured against the 
loss by fire at a rate which repre- 
sents an equitable fire loss proba- 
bility or whether a specific insur- 
ance company wishes to decline 
such insurance or limit its liabil- 
ity because of large area or high 
values, is a matter of contractual 
choice for both. 


Conclusions 


From the foregoing brief gen- 
eralities, which | believe represent 
the opinion of the majority of 
people in the fire insurance busi- 
ness, it appears reasonable to 
draw the following conclusions: 

(a) Although 


contain combustible materials of 


buildings may 


construction, this feature is but 
one of many in the determination 
of tne fire loss probability and 
may or may not be a predominant 
factor; 

(b) The extent to which the use 
of combustible materials of con- 
struction in a specific building 
will affect its fire loss probability 
as reflected in the fire insurance 
rate can only be determined by a 
thorough study of the specific 
case, taking into consideration the 
numerous other factors; 

(c) The determination of the 
fire loss probability of all types 
fire insurance classifications is 
under continuous study and may 
be decreased or increased within 
the period of the useful life of any 
specific building; and 

(d) The choice of the use of any 
materials of construction for a 
building may be influenced by the 
probable fire loss as reflected in 
the fire insurance rate but the fire 
insurance rate is not necessarily 
a predominant 
choice, 


influence in the 
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New Texas Law 


Continued from page 32 


sale. The Board may likewise deny 
the right to sell stock if the plan 
of business is not fair, just and 
equitable, if the surplus is inade- 
quate, if the consideration to be 
paid is not just, fair and equitable, 
or if the plan for promotion and 
sale will work a fraud. 

The new “Examination Bill” 
makes examinations of companies 
a Board responsibility instead of 
the sole responsibility of the Life 
Insurance Commissioner, and in 
the course of the examination, the 
Board may inquire into the com 
petence, fitness and reputation of 
the officers and directors of the com- 
pany and must find that they are 
worthy of public confidence. 


New Company Examinations 

On new companies, examination 
is required for each six months for 
the first three years, and once each 
year for the fourth and sixth years, 
and once each two years or oftener 
thereafter if the Board deems ad- 
visable. The Board in the examina- 
tion can reappraise the real estate 
owned by the company, or the rea! 
estate on which it has a mortgage 

Other legislation (1) details the 
procedure for orderly liquidation of 
insolvent companies and simplifies 
that procedure; (2) requires a 
minimum of insurance in force of 
$200,000, and not less than one hun 
dred policyholders, or $50,000 gross 
annual premiums so as to eliminate 
companies formed for tax avoid- 
ance; (3) adopts the recommended 
uniform accident and health legis- 
lation; (4) regulates “life insur- 
ance counselors” making the same 
requirements as in the case of life 
insurance agents; (5) broadens the 
scope of the group law as to em 
ployees of governmental agencies 
and certain creditor groups and (6 
raises the group law limits to 150 
per cent of salary in excess of $20, 
000 per year not to exceed $40,000 
of coverage or 150 per cent of sa! 
ary whichever is the lesser. 

The new Agents’ Qualification 
Bill was sponsored by the Texas 
Association of Life Underwriters, 
and contains a complete regulation 
of life insurance agents consistent 
with the generally accepted Na- 
tional standards. 
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that this legislation wisely and ef- 


IN OTHER STATES 


California—A revised and im- lative session, reports the Health 


Texas believe that this many of the abuses of the Certifi- 


legislation, sponsored in the main cate of Convenience for insurance 
by the industry itself, places Texas agents and solicitors, was recently 
among the States with the strong- signed by Governor Goodwin 
est, most enforceable, and soundest Knight 


laws in the Nation and 

The model bill for uniform indi- 
administered will elimi- vidual accident and sickness policy 
criticism heretofore di provisions law will be law in 41 


rected toward Texas insurance law jurisdictions, including 39 states, 


Hawaii and the District of Colum 
bia, at the close of the 1955 legis 


licensing bill, correcting ind Accident Conference 











NO. 2 OF A SERIES 


Service does Pay 


Says a Pearl-American Agent in North- 
eastern lowa, This is his story: 
“One of my clients asked me if I could get 
trip insurance for two women friends of 
his wife who contemplated touring Europe 
for four months. They had been told that 
because their itinerary included Fast Cer 
many such insurance could not be ob 
tained. | contacted your field man and he, 
through your New York office, arranged two inland marine policies 
in an international organization Because of the contemplated 
visit to East Germany there was a considerable increase in pre 
mium but regardless, my client’s friends were happy. While I 
cannot put my finger on a substantial line which came to me 
as the result of this incident, | do know that my client and these 
two women ‘bragged’ about what THEIR insurance agent did 
and | know such word of mouth advertising isn't going to hurt 


me in my small town 


Every Pearl-American Agent has at his command the facilities 
of one of the world’s greatest companies. We invite your inquiry 


ee ee ee 
WE BELIEVE 

the properly qualified “Independent” local agent can best SERVE the 
insuring public. Unlike the “‘Captive"’ agent he is free to utilize the in 
surance facilities of the world. In the present and continuing struggle 
between “Independent” and “‘Captive’’ agents ut is important that this 
capacity of THE “Independent Local Agent” to SERVE be emphasized 
again and again. This series of twelve actual stories of everyday service 
rendered by “Independent” agents ts published in that spirit. Reprints 
are available uithout cost or obligation 

LO LO LO ff fm 


EARL = mounasios 


PEARL ASSURANCE COMPANY, LTD 

THE EUREKA SECURITY FIRE & MARINE INSURANCE CO. 
MONARCH FIRE INSURANCE COMPANY 

HOME OFFICE: 19 RECTOR ST., NEW YORK 6, N.Y. 











new england... 


Sales Slump Recipe 


New England has had a _ hot 
summer Some offices have been 
afflicted with a _ sales 
duced, in part, by the weather. 
Monday, 


recover from past weekend; Tues 


slump, in 
Here are the symptoms 


day, make arrangements for next 
weekend; Wednesday, “Do we get 
off early today?”; Thursday, pre- 
pare to leave for weekend; Friday, 
leave for weekend; Saturday and 
Sunday, weekend. 

From now on, there should be 
no excuses for not doing things 
September is, definitely, a “go 
ahead” month, 


What Is a Leader? 


Every day is a planned day in 
the life of a leader. It’s significant 
that he, or she, makes no special 
effort to qualify for a sales produc- 
tion club. (They still know of its 
existence, however.) Seemingly, a 
leader just follows his regular 
work habits, which means that he 
devotes every possible minute of 
every day to people who need his 
services 

A leader keeps asking himself: 
“What am I accomplishing?” “How 
“Whom 


have I helped someone?” 
have I inspired today?” 


Green Mountain View 


ar 


Telling” is only ten percent of 


your story. Before you can “tell” 
you have to have something to talk 
about, Ninety percent of your suc- 
cess can be attributed to “doing.” 
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When a man buys insurance he 
wants the utmost in personal at- 
tention. He wants protection, not 
promises. When he has an acci- 
dent, he wants action, not alibis; 
he wants cash, not conversation. He 
wants a high priced defense attor- 
ney, high limits of insurance, a 
strong company to back up words 
with money. 

That’s what people want. Smart 
local agents see to it that they get 
it. 


Price vs. Quality 

Whatever the product or service, 
most salesmen, as well as sales man- 
agers, have a natural feeling that 
their big troubles would be little 
ones if they could only get a lower 
price tag on whatever they have to 
sell. The other side of the coin is: 
In an expanding economy (that is, 
an economy which features an im- 
proving standard of living) price 
competition can never take away 
business that is sold on quality, ex 
cept by turning out something of 
even higher quality. 

Price gimmicks are never a sub- 
stitute for sound selling. If a thing 
is worth being bought it is worth 
being sold—and really being sold 

not merely accepting money in 
exchange for it. A purchase should 
give a buyer pleasure, or be of ser 
vice, or give him comfort. Other- 
wise, why should he buy it, and, 
what’s more, why 
bother selling it? 

The fundamentals of every suc- 


should you 


cessful, long range sales effort are: 
Study your market to determine 


who your prospects are. Study the 
advantages of your product or ser- 
vice in terms of benefits to your 
prospects. Find a forceful way to 
Adapt tech 


niques of modern merchandising 


present your ideas. 
make your demonstrations big, 
make them move, make them un 
usual. In insurance—specifically, 
Automobile Liability insurance 
recognize how important to you 
After all, you're 


dealing with a life someone loves 


the individual is 


the most dramatic situation there 
is. 

The capturing and closing of the 
Automobile market is not depen 
After you 
tell the story of your service, tell 
Today's 


market will not spend 80 cents for 


dent on a set of figures. 
how much you charge. 
little when they can spend 100 
cents for much. 

Emphasize the reasons why you 
are different. If you have a na 
tionwide network of independent 


businessmen dedicated solely to 


personal service, say so. Service is 
damned difficult, if not impossible, 
to get these days. Your mass mar- 


ket desires recognition, service, 
personal attention. But you have 
to tell them what you have to offer 

they don’t 


about you through their skin. 


absorb information 

In this bright new era of self- 
service don’t let people buy what 
they think they want. Give them 
accurate and adequate information 
30 that they can buy what you know 
they need. Self-service, which is 
actually no-service, means that peo 
ple buy down to minimum wants 
Your sales job is to make them buy 
up to maximum needs. 

When one decides to market his 
product or service, he has to have 
merchandising pro- 
What is 


yours? Is whatever you have to 


a specialized 
gram, a plan of attack. 


offer “good,” that is, is it in the 
public interest? Do you conduct 
your business in the public inter- 
est? Not only today 
can make a substantial profit) but 


(when you 


also tomorrow, when your service 
may be just as seriously needed but 
less profitable to you. 


A Solution 


Obviously, what is needed is long 
term market research, sales promo- 
tion and public relations program 
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for fire-casualty companies which 
would be impregnable to fluctua- 
tions of the business cycle. The way 
to make a class profitable is to re- 
duce losses or expenses and to get 
more premium volume with a 
greater spread of risk. 

Your program of growth is most 
needed when a line is showing red 
figures. It should not be turned on 
and off like a spigot. This kind of 
market planning is not a luxury 
to be turned on only in emergen 
cies. It is a necessity for profitable 
survival. 

In Automobile Liability insur 
ance there is an urgent need for 
an educational selling job. Under 
standably, there is an appeal in the 
idea of offering “a standard article’ 
for a lower price, and not to worry 
too much about agency service 

But, since when has the Ameri 
can mass market decided that all 
automobile policies were similar? 
If they have, it is an insidious trap, 
which many of us have baited and 
into which many of us have fallen 
The truth is, every Automobile in 
surance benefit has a price. The 
bigger the bundle, the bigger the 
price. The only way to cut the 
price appreciably is to make a 
smaller bundle. 


A New Frontier 

New England, especially Con- 
necticut, Massachusetts and Rhode 
Island—where many iron men have 
gone down to the sea—is acutely 
aware of the atomic age, the op- 
portunities for nuclear propelled 
aeroplanes and ocean going craft, 
and commercial atomic power 
plants. 

This is not years away, it is be- 
ing effected right now. New Eng 
land, abundant in management, 
engineering and artisan skills, and 
with the cooperation of its educa 
tional and insurance institutions, 
is beating a path to the new fron 
tier. What are the problems of 
private business? 
taxation? Capital 
Radiation Hazards? This can be 


Discriminatory 
investments? 


said: Utilization of atom power 
will not be through action of states 
but as a result of effective policies 
of farsighted corporations and in- 
dividuals. 


September 1955 


Hit 














the 
AMERICAN 
APPRAISAL 
company 


leader in property valuation 
Home Office: Milwaukee |, Wis 


99 Tohn ‘‘ 
Street 


NEVER GAVE IT 
MUCH THOUGHT” 


You Should, Mister Agent 

Our training, topnotch sales aids 
and individualized policies to meet 
individual needs are designed to 


make more money for you under 


PAN-AMERICAN’S 
CAREER CONTRACT 


PAN AMERICAN 


™ 
| 
4 


CRAWFORD H. ELLIS 


President 
EDWARD G. SIMMONS 


Executive Vice-President 


KENNETH D. HAMER 
Vice President & 
Agency Director 


NEW ORLEANS. U.S.A 


ADVERTISING 
PICTURE POST CARDS 


Ask for samples. C. L. Manning, 
P.O. Box 392, Springfield, Illinois 


FOR YOUR CONVENIENCE 


The reply card on page 64 of this issue 
can be used with two departments—Prod 
ucts and Services, page 62 and Contracts 
and Policies, page 59. By circling the ap 
propriate number on the card, the reader 
may obtain additional information about 
any numbered item 


Vy 
—Z, 
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Developed to Meet the Vast Demand from 
Fieldmen, Supervisors, Managers, General 
Agents, Training Directors ... Proved Sales 
Tools from the Widely Acclaimed *"“R & R 
Course in Sickness and Accident Insurance” 
and Other Sources. 


@-@© Six VISUAL SALES PRESENTATIONS 


Each four-page, 8'4” x 11” visual presentation includes 


complete sales talk, Attractively printed in two colors on 





Kromekote stock, can be used over and over. Builds need 


for sickness, accident, hospital, surgical protection. 


@ THE R & R DOLLAR DECK~24 CARDS 


A complete S & A sales presentation made with a deck of 
cards! Combines effectiveness of visual presentation with 
advantages of having your sales story right in front of 


you. “How to Use” directions included. Cards, 5” x 4', 


SET OF FOUR “ACTION GETTERS” 


Printed in two colors on two sides of handsome antique 
vellum (wedding card) stock, 8'/.” x 11”. One side pre- 
sents thought-provoking statement; other side gives fac- 
tual supporting data. Use in sales interviews, window 


displays, counter cards, etc 


( PAD oF 25 
VISUAL PROPOSALS 


For use with any sales presentation, 


ae 


these two-color illustrated proposal 


USE THIS HANDY ORDER COUPON forms make possible repeated use of 

the visuals. Very flexible. Ample space 

INSURANCE R & R SERVICE for describing benefits of plan you 
123 West North Street, Indianapolis 9, Indiana recommend 


* Every Item Sold on Satislaction Guaranteed Basis * COMPLETE “MONEY —When Neoded i KIT 
en Neede lost” 
nore ean fone Oe Sees Sie, SONEN <When: Needed Med,” Gad UM ae at tose CONTAINS ONE EACH OF ALL ITEMS IN ATTRACTIVE 
prices: Single Kit $3.65, 2-9 Kits $3.55 each; 10-24 Kits $3.45 each; 25-49 Kits $3.35 each; larger COMPACT PORTFOLIO 


quantity prices on request. (Less 10% discount for members.) 
Prices for ordering individual sales 





aids included in each kit 


NAME SPECIAL OFFER 
COMPANY On first order only NOTE SPECIAL INTRODUCTORY OFFER 
STREET ADORESS 2 COMPLETE KITS 


city ZONE STATE Only $6.75 total *Por your copy of the Country's No.1 AGH 
sales training course The R & R Course in 
Also, please send f ‘The R&RC in Sick 
vessels ° ee Sickness and Accident Insurance check reply 
card. 1-9 copies, $6.95 each 
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and Accident Insurance.” Check here if desired 
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Expanded Program for Oldsters 
The individual sickness and acci- 

dent insurance program of Pru- 

dential now in- 

cludes special pol- 

icies which can be 

purchased by per- 

sons 60-70 years- 

old for 

hospital, 

and other medical 


life - time 
surgical, 


expense coverage. 

The new policies, called “Senior 
Hospital Expense” 
be offered to the public this month. 
The program is designed to meet 
the problem of the 60-70 group, 
retirement in- 


program, will 


living on reduced 
comes and perhaps no longer eligi- 
ble for group medical and hospital- 
ization programs 
former employers. 


sponsored by 


types of plans 
from an $8 daily allowance for hos- 
pital room and board for 28 days, 
$200 for surgical benefits, and addi- 


Various range 


tional funds for operating room, 
etc., to $12 per day for hospitaliza- 
tion for 35 days, and $300 in surgi- 
cal benefits and miscellaneous. 
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World Accident Coverage 

American Casualty Company, of 
Reading, Pa., has announced a new 
world-wide accident insurance pro- 
gram known as “TOP.” Buyers 
may select any one of three plans: 
1. Common Carrier Accidents, 2. 
Conveyance Accidents, and 3, 24 
hour Accidents. 

All provide accidental death and 
dismemberment limits up to $100,- 
000 and medical expense benefits 
up to $10,000. 
3, the medical expense benefit is 
optional. Accidental death and dis- 
memberment up to $25,000 is also 
available for pilots and crew mem- 
bers of aircraft, and can be added 


Under plans 2 and 


to any of three basic plans as sup- 
plemental coverage 

Under the common carrier plan, 
passenger accidents are covered 
anywhere in the world on planes, 
buses, trolleys, subways, elevated or 
commuter trains, ships, taxis and 
aS a passenger in any aircraft op- 
erated by Military Air Transport 
Service of the U. S. or similar ser 
$ritain. 


vice of Canada or Great 


September 1955 


CHANGES IN 


contracts 
aa 


The conveyance plan includes 
common carrier accidents and cov- 
ers passengers in or on any con- 
veyance used for land, water or air 
transportation including, being 
struck by any such conveyance. The 
third plan offers coverage round 
the world and round the clock for 
accidents which occur at home, at 
work and at play. 
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Non-Group Student Injury 

In response to the need for stu 
dent injury protection, the Family 
Security Insurance Co. of America 
is offering for the first time this 
protection, not on a group basi 
but in a family group available to 
any one who pays an annual pre 
mium 

This protection has been com 
from 11 


bined with protection 


dread diseases including cancer. 


“The Family Protector,” a copy 
righted name, represents a combi 
nation of protections being now 
sold on a family basis 

Highlighting the policy is a sec 
tion providing payments for speci- 
fied student accidental injuries, in- 
cluding fractures, dental treat 
ments and diagnostic X-ray 
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BARE Expands Non-Can. 


A new form of non-cancellable, 
guaranteed renewable accident and 
medical expense protection with 
lifetime disability benefits has re- 
cently been announced by the Bene- 
fit Association of Railway Em- 
ployees. 

The policy is written in units of 
$100 per month up to a maximum 
of $3000, with a choice of $500 or 
$1000 medical expense reimburse 
ment covering doctor and hospital 
fees and expense for a graduate 
nurse in the hospital. 

Along with other innovations, 
this policy has been released to all 
representatives of the Commercial 
Division of the Benefit Association 
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Hartford A &linA&S 


Hartford 
nity has announced the formation 


Accident and Indem 
of a new accident and sickness in- 


surance department as a major 
production and underwriting divi- 
sion of the company 

Daniel H Quigg, 


former executive in the agency de- 


Secretary 


partment, will head operations of 
Creation of 
the department is the first step in 


the new department. 


Continued on page 60 
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Continued from page 59 


a long-range program for expand 
ing the firm’s business volume in 
the personal and group insurance 
fields, the company declared. 
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“Sea Plan”-6 Mo. Auto Policy 


The new plan for insurance 
private passenger automobiles 
a six-month basis 
is now available in 
New York State, 
excluding the five 
boroughs of New 
York City, Chubb 
and Son have an 
nounced, 

Known as the Sea Plan, the sys- 
tem was released June 10, 1955, iu 
the State of Connecticut. The plan, 
developed in the Sea Insurance Co. 
Ltd., which Chubb and Son repre- 
sents in the U. S., is currently 
available in eight states, 

Spokesmen for Chubb and Son 
indicated that the Sea Plan would 
soon be offered in additional states. 
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New Auto Death Coverage 


Glens Falls Insurance is now pre- 
pared to write automobile death 
and total disability indemnity cov- 
erages in conjunction with its au- 
tomobile liability policies. 

These new coverages provide 
benefits to the named insured and 
spouse in event of death or total 
disability resulting from an acci 
dent while in or upon, entering or 
alighting from any private passen- 
ger car, a bus, taxi or truck, or as 
a result of being struck by an auto- 
mobile. 

The death indemnity may be pur- 
chased in amounts of either $5,000 
or $10,000 for annual premiums of 
$2 and $4 for each insured. Total 
disability payable 
without time limit if the insured 
is unable to engage in any occupa 
tion or employment for wage or 
profit, and may be purchased in 
amounts of $25 to $50 a week for 
an annual premium of from $38 to 


protection is 


60 


$6. The death indemnity may be 
purchased alone, but if the insured 
wants total disability, he must take 
the death indemnity also. 
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Rates Lowered for Females 
Bankers National Life of Mont- 
clair, N. J., 


special 


is preparing to issue 


policies 

with more favor- an 
able rates for fe- AE = 
male _ risks. At LS ; 
present, plans are : 

to issue life paid- 

up at age 65 and 

payment life, both 

on a guaranteed cost basis. 

The policies will have lower rates 
than for men at comparable ages, 
with the decrease in premium of 
about 10 per cent at age 20, reduc- 
ing gradually to age 55. Minimum 
amount of issue will be $3,000 and 
tentative age of issue, ten through 
HD. 

These new policies will be issued 
to female risks at standard rates 
only. The Company’s regular par- 
ticipating policy forms will still be 
available for substandard female 
risks. Waiver of premium and 
accidental death benefit may be 
added if desired, 
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Liberal 5-Yr. Term Policy 

A five-year renewable term pol- 
icy with liberal renewal and con- 
version privileges has recently 
been introduced by Equitable Life 
Assurance. 

Some highlights of the new plan 
are: 

The policy may be renewed with- 
out medical examination up to the 
anniversary nearest age 64. The 
term of each renewal will be for 
five years, except that any renewal 
after age 60 will expire on the pol- 
icy anniversary nearest age 65. 

The policy provides for attained 
age conversion without medical ex 
provided the age at 
birthday does not exceed 
62—to the ordinary life, limited 
payment life, endowment, retire- 
ment income or convertible plan 
issued at time of conversion. 

Dividends would start with the 


amination 


nearest 


end of the second policy year of tne 
original five-year term period. 
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Mortgage Plan for 30 Years 


The Guardian Life 


America has. an- 


Insurance 
Company of 
nounced a new “Mortgage Insur- 
ance 30” plan and several changes 
in other plans 
The “Mortgage Insurance 30” 


protects the homeowner’s family 
for the full period of a 30-yeal 
mortgage and is added to othe 


0, 


Guardian mortgage plans of 2 
20 and 15 years 

Also, the accidental death bene- 
fits agreement has been extended 
to provide lifetime coverage. Issue 
age limits on accidental death have 
been reduced to age ten and in 
creased to age 65 

Full benefits are now paid from 
age 0 on the company’s regular 
juvenile and junior Guardian poli- 
cies. Under the new combined 
waiver benefit agreement, coverage 
is now extended from insured’s age 
21 to age 25 (up to applicant’s age 
60 for disability coverage) 
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Line Expanded by Two Policies 

American United Life has added 
the “Income Protector” and ‘“ Mort- 
gage Protection” policies in ex- 
panding its line of term coverages 
to offer protection of a temporary 
and decreasing nature at minimum 
cost. 

The Income Protector is designed 
to provide a specified monthly in- 
come from the date of death to the 
date of expiry. The protection pe- 
riod may be any number of year 
from ten to 50, Minimum policy 
size is $50 monthly income and 
$50 annual premium. 

The Mortgage Protection policy 
provides insurance protection to 
cover the decreasing outstanding 
balance of the usual 4 to 6 per cent 
mortgage loan. Five plans are of- 
fered—10, 15, 20 and 25 and 30 
year plans with level premiums for 
8, 13, 18, 23 and 28 years resp2c- 
tively. Minimum policy size is $5,- 
000. 
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Mortgage Protection Riders 


Monumental Life has introducec 
a 30-year mortgage decreasing 
term policy and has reduced all 
premium rates on the 15, 20 and 
25 year mortgage policies already 
in its rate book. 

In addition, the firm now offers 
the same 15, 20, 25 and 30 year 
decreasing term coverages in the 
form of mortgage protection 
riders, which may be added to life 
or endowment policies with a very 
liberal ratio of rider to base policy. 

Monumental! also has announced 
family income riders providing 
monthly income of $20 and $30 
per $1,000 of insurance besides the 
$10 per $1,000 family income rider 
now in the rate book. 


For Further Information Circle 268 on Card 


Juvenile Limits Up to $5,000 


Children may now have $2,000 
of Savings Bank Life Insurance 
and, in some cases, as much as $5,- 
000, depending on the amount of 
insurance carried by the applicant 

Policies on children under six 
months provide one quarter of the 
ultimate benefit during the first 
year, full benefit thereafter. The 
more liberal practice was brought 
about by the recent change in the 
Insurance Law permitting higher 
amounts of insurance on children, 
particularly those under five years 
old 
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Increased Limits on Youngsters 

The Colonial Life of America 
has announced that it will issue 
policies for increased amounts 01 
children in New York State, under 
an expanded program made possi 
ble by the recent liberalization in 
the New York Insurance Law. 

Under the new plan, Colonial will 
issue up to $2000 on children fo1 
ages under six months to four-and 
a-half years. 
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Liberalization of aviation under- 
writing rules has been announced 
by Republic National Life, Dallas 
Civilian pilots with over 500 hours 
solo, who fly less than 125 hours an- 
nually, may be insured at standard 


rates. 
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Premium rates on five, ten and The Great-West Life has an 
15 year convertible term policies nounced new and higher limits of 
have been reduced by Kansas City retention effective July 1, 1955. The 
Life, effective July 1, 1955. The basic limit for standard business, 
minimum amount to be issued will ages 27-50, has been increased from 
be $3000 $125,000 to $175,000 

American United Life began a General American Life has sub 
more liberal underwriting of mil stantially liberalized both its new 
tary risks with a general lowering and existing group poliomyeliti 
of aviation extra premiums and a coverage at no inerease in pre 


raising of policy limits. Effective mium, the firm has announced 


June 30, 1955, amount limits were Medical, surgical and hospital ex 


generally increased and militar penses will now be paid in addition 


extras decreased to basic benefits 
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PRODUCTS 


TO SAVE TIME AND MONEY FOR 


SERVICES 


Fact Book Shows Changing U. S. 


The great social and economic 
changes in America during the 
last decade are clearly reflected 
in the annual report on the life in- 
surance business, contained in the 


1955 Life Insurance Fact Book. 


Published by the Institute of 
Life Insurance, this publication 
presents a wealth of material illus- 
trating how well life insurance is 
meeting the changing needs of 
American families. 


Included in the material is a 
report on family average owner- 
ship of life insurance, aggregate 
ownership of life insurance, own- 
ership by women of ordinary and 
industrial insurance and on the 
expansion of employee group in 


surance, 
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Handy Booklet for Handymen 


“Safety in the Home Workshop,” 
a booklet published by 


Popular 
Mechanics Press, is designed to 
help eliminate needless and costly 
accidents which occur in home 
workshops as a result of inexpe- 


rience or carelessness. 


Prepared as a public relations 
tool, the 16-page booklet is being 
made available to many large cor- 
porations for distribution to their 
employees. Included in the pub- 
lication is a general discussion of 
general 


safety, an outline of 


safety precautions, and detailed 
sections on use of tools such as 
jig saw, power drill and welder. 
Dress and housekeeping in the 


workshop are also discussed. 
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New “Sensi-Trol” Paper 


Good news for photocopy users 
is Sensi-Trol 56, a newly devel- 
oped equalizing ingredient de- 
signed to speed copying with any 


type of photocopy equipment. 


The American Photocopy Equip- 
ment Company (APECO) con- 
tends that Sensi-Tro] 56, along 
with manufacturing 
methods, will assure finer, more 


improved 


consistent results in photocopying 
any type or color original under 
wide-range operating conditions. 


A free folder offered by Apeco 
tells the advantages of Sensi-Trol 
56 papers and contains samples of 
a complete line of Apeco photo- 
copy papers. 
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Telephoning At Ease 

Tired 
gling and tangled cords are elim- 
inated for the telephone user by the 
introduction of “Phone Mate” by 


arms, one-handed jug- 


Pioneer Equipment Sales Co, 
The “Phone Mate” is a handy 


INSURANCE 


USE REPLY CARD ON PAGE 64 


For additional free information on one 
or more of these items, detach the reply 
cord. Circle on it the number or num- 
bers corresponding to the figures listed 
after each item in which you are inter- 
ested. Fill in the blanks with your name 
and address and drop the card in the 
mail. 

This reply card is not an order blank. 
1t merely tells the supplier that you are 
interested in receiving without obligation 
more information about his product or 
publication. 











new device which holds the tele- 
phone receiver and mouthpiece at 
head level, in any desired position 
to leave the user’s hands free for 
typing, dictation, writing orders, 
or for effortless conversation. 
Designed to fit any modern 
phone base, the device control is 
regulated by a unique patented 
This 
spring-operated lever fits over the 


conversation key. small 
saddle which ordinarily holds the 
phone receiver and may be flicked 
to “raise the receiver” and 
snapped down to “hang up.” 
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UNITED STATES 
CASUALTY COMPANY 


60th Anniversary 


1895-1955 


Home Office 
60 John Street 


Casualty - Fire - Marine - Surety 


New York City 




















/he WELCOME MAT 
& Out for Uutual of Omaha 
Represert ives... 


Mutual of Omaha is no stranger in the American home 
Its name is a household word . . . its story has been told 
countless times in national radio programs, national tele- 
vision, magazines, newspapers and by mail. Its representa 
tives have been “introduced” by famous TV stars and 
radio personalities. Folks feel that they know the Mutual 
of Omaha man even before he calls, and “live leads” are 
opening thousands of doors. Mutual of Omaha is the largest 
exclusive health and accident company in the world, and 
has paid more than 650 million dollars in benefits. If you 
are interested in joining the “Pace-Setter.” now's your op- 
portunity. Write today to Agency Dept., Mutual of Omaha. 


MUTUAL BENEFIT HEALTH 


Canadian Head Office 
TORONTO 


Vv. J. SKUTT, President 
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NEW filing System 


FOR MAXIMUM SPACE SAVING! 
‘‘OPEN-TYPE”’ 
SERIES 
SAVES SPACE! 
SAVES TIME! 
SAVES MONEY! 
with 
‘*TWICE AS MANY RECORDS IN THE SAME SPACE"’ 


Your Same Amount 
of Records in HALF 
the Space! 


Typical Visi-Shelf instal. 
lation shows space- 
saving advantages! 


Open-type units provide ready 
record accessibility for faster, 
easier filing! 


THESE SAVINGS CAN BE YOURS 


Floor Plan of an Actual Filing Area Before 


installation of the Visi-Shelf Filing System 
747" - 


This area was occupied by 196 four drawer letter filing cabinets with 
a filing capacity of 784 drawers or 20,776 filing inches 


Floor Plan after installation of the Visi-Shelf Filing System 


| 
| 


90 Visi-Shelf Filing Units, occupying less than half the original filing 
area, hold all of the records previously filed in the entire filing areal 
These units, with a filing capacity of 25,380 filing inches offer 4,604 


more filing inches — an increase of 25% in filing capacity 


Don't Delay! 
5P-9 i 


Send for full details of 
this remarkable new { 
Filing System! | 

i 


J Visi-Shelf File, Inc. 
105 Reade Street 
New York 13, N.Y 


Please send free catalog describ 


© 1955 ing the new Visi-Shelf Filing System. 


Name 


VISI-SHELF 7 


FILE ) o. o om Address 
105 READE STREET City Zone State 
NEW YORK 13, N. Y. 


oe oe oe oe we oe oe oe es oe od 
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Hand-Shaking Greeting Card 


Something new in the foot-in- 
novel 
shakes the 


the-door department is a 

business card that 

prospect's hand. 
Conceived by Franklin C. Wer 


Out.twHine 
evteed of 


our.srene 


your competition 





Hand-Shaking Card 


theim, direct mail and public re- 
lations consultant, the card, in the 
form of a folder, shows a little 
smiling man on the cover with 
“hello” over his head. Inside the 
folder are the words “glad to 
know you!” and a hand that pops 
up in the “shake hands position.” 

Cards are in four colors and a 
standard-shape business card is 
printed inside the folder. 
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New Checks Tell Firm's Story 
checks for 
vidual companies is being offered 


Creation of indi- 
as a free service to insurance com- 
panies, agents and representatives 
by the Todd Company, Ine, 

In the belief that properly de- 
signed checks are a powerful mer- 
chandising tool which tell a com- 
pany’s sales story to prospects, 
customers, suppliers, stockholders 
and the general public, Todd will 
provide check designs created by 
expert Todd artists. 

Under the new design plan, any 


64 


firm may submit samples of its 
present check to Todd’s creative 
design departments throughout 
this country and Canada for evalu- 
ation of advertising and public 
Recom- 


mendations will be made in the 


relations effectiveness. 
form of suggested illustrations. 
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“Electronics in Business” 


An executive, asked to 


“read 
up” on electronic systems and ap- 
plications for business use, will 
find this annotated bibliography a 
time-saving starting point. 

“Electronics in Business,” a de- 
scriptive reference guide by Con- 
trollership Foundation, Inc., lists 
and describes writings, speeches 
and visual presentations on the 
subject and also gives essential 
facts about existent electronic 
data processing systems. 

The guide, second in a series on 
accounting systems and _ proced- 
ures by Controllership, is an en- 
larged and updated edition of the 


firm’s pioneering “Business Ap- 
plications of Electronic Ma- 
chines.” 
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Booklet on Farm Equipment Credit 

“Agricultural Equipment  Fi- 
nancing,” by Howard G. Diesslin, 
has recently been placed on the 
market by the National Bureau of 
Economic Research. 

Dr. Diesslin’s book, according 
to the publishers, is the first ex- 
haustive investigation of this kind 
of credit, which differs sharply 
from the short-term credit used 
for farm operating expenses and 
from the long-term credit used 
for farm land purchase. Included 
are charts and tables to illustrate 
the text. 
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Sales Kit Appeals to the Eye 

A special new A & H Sales Kit, 
“Money—When Needed Most,” is 
now available from the Insurance 
Research and Review Service, Inc. 

Included are a set of six sales 
visual presentations, an R & R 
dollar deck and a set 
joggers.” The 


“thought visual 


of four 


presentations are four-page, 8} 


in. by 11 in. illustrated folders 
printed in two colors. 

The dollar deck consists of 24 
cards, 3 in. x 4) in., with thought 
provoking ideas in logical se- 
quence. Printed on two sides, two 
colors, on antique vellum stock, 
&'% in. x 11 in. size, the “thought 
joggers” may be used in sales in- 
terviews, window displays or as 
counter cards. 
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Typewriter for Young Hands 
The Petite 
writer, a featherweight machine 


Miniature Type- 
specifically for instruction of chil- 
dren, has been released by Lans- 
dale Products Corporation. Young 
or inexperienced hands can oper- 
ate the Petite with only a little 
practice, according to the com- 
pany. 

This minature typewriter fea- 
tures a full alphabetical keyboard 
of the standard office machine 
type. All the basic requirements 
are present for the production of 
typewritten matter of every de- 
scription, including carbon copies 
and stencils; plastic key tops with 


clear characters, and precision 
typebar action and clear cut type. 
pounds, the 


Weighing eight 


Petite Typewriter 


Petite stands 6%” high, with 
base 914” by 10” and carriage 
width 11%”. The machine is 
available in gray or red. 
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Automatic Personalized Letters 


Auto-typist, a product of Frank 
C. Nahser, Inc., is the answer for 


THE SPECTATOR 





the agency office that knows the 
value of personalized letters and 
doesn’t have the typing facilities 
available to get out letters when 
needed by all its agents. 

Letters typed automatically, 
with names of persons and dates 
done manually, are as individual 
as though typed entirely by hand, 
according to the firm 

Letters being done on Standard 
or Selector machines include pre- 
approach letters, policy renewal 
letters, proposals, estate  pro- 
grams, group proposals, and 
“thanks for interview” letters. 
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Inland Marine for Laymen 

A simplified, layman’s explana 
tion of personal property insur- 
ance has been designed by Penn 
sylvania Lumbermens Mutual for 
distribution by agents 

The booklet on Inland Marine 
lines contains a description of the 
insurance, what it protects, what 
risks it protects against, what it 
does not cover, and how it is writ 
ten. According to Joseph E. Hyde, 
general manager of the PLM In 
land Marine department, the ma 
terial was prepared to correct 
widespread misinformation about 
all-risk policies 

In addition to distribution to 
agent’s customers, the booklet 
may be used as a stuffer in regu 
lar correspondence or mailed sep 
arately. Space is provided for the 
agent’s own imprint and the cus 
tomer’s name. 
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"C's of Competition” See Success 

A fascinating little booklet i 
“The C’s of Competition,” an ad 
dress delivered on June 27, 1955, 
before the Insurance Advertising 
Conference, in New Jersey. 

Paul Swarm, of the Swarm In 
surance Agency, tells in extremely 
readable form the do’s and don’ts 
of the insurance business. Six- 
teen pages include anecdotes 
with morals—and a sketch of the 
road to success by observing 47 
rules or words beginning with the 
letter C. 

Continued on page 66 
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Now...you can easily get your share of 


$609,000 


additional life insurance volume with this 
simple, tested DIRECT 


MAIL PROGRAM! 


Fabulous inquiry-getter! 


11 AGENCIES REPORT 
5,500 pieces mailed 


501 replies 
$609,000 sales 


WRITE TODAY FOR FREE KIT!!! 


Find out how this exclusive, personal- 
ized year ‘round mail advertising pro- 
gram develops business at a lower 
cost per contact than any other kind 
of advertising you can use. Address 
Department 320. 


First eleven agencies reported 
$609,000 of life insurance stimu 
lated from a total of 5,500 pieces 
of SCHED-U-MAILINGS put in 
the mail. Every other month, 
clients and preferred prospects 
have an opportunity to secure 
from you... since your name 1s 
featured on the lette rhead, on the 
mailing envelope and on the 
reply card further informa 
tion on one specific Life coverage 
and any or all of five General 
Lines coverages. Get your share 
of this extra volume business 
today. 


TBIIITALILALLLL A 


ASSURANCE COMPANY 


A National Life Insurance Institution 
310 South Michigan Avenue .« Chicago 4, Illinois 
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Swarm, a featured [AC conven- 
tion speaker, was this year’s 
“Oscar” winner in the third an- 
nual advertising awards competi- 
tion of the Insurance Conference. 
He was awarded a bronze statu- 
ette as the top award to the 
outstanding agent in insurance ad- 
vertising. 
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“Hows” of More Efficient Offices 


Here in a nutshell is the story 
of modern office administration. 
A booklet—named “Company Ex- 
perience in Improving Office Ad- 
ministration”—has been released 
by the American Management As- 
sociation as part of its Office 
Management Series. 

In the first section of the publi- 
cation, representatives of an oil 
company, a utility, an insurer and 
a manufacturer tell how they 
stress employee and supervisor 
participation in their programs of 
work measurement 
cation, 

The second 


and simplifi- 


explains 
how an office may be administered 


section 


to improve service to sales man- 


agement, and the last part of the 
booklet tells how an insurance 
company planned its new building 
from start to finish. 
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Brochure on Photocopying 

A new eight-page brochure by 
Photo Products, Inc., 
points out many uses of dry-proc- 


Peerless 
ess photocopying and describes 
the improved line of Dri-Stat 
dry-process photocopying 
ment and materials made by Peer- 
less. ; 


equip- 


Equipment available includes a 
completely 
tion printer-and-processor, a new 
flat-bed printer 
copying from books, and Dri- 
Stat “Bright-Light” paper which 
permits copies to be made under 
normal office light. 

Versatile Dri-Stat system gives 
black and white copies of anything 
printed, drawn, written or photo- 
graphed; material printed in color, 
pencil, ink, of varying densities, on 
colored paper, in line or tone. 


redesigned combina- 


especially for 
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"The Farmer from Merna” 

“The Farmer from Merna,” by 
Kar! Schriftgiesser, is a fast mov- 
ing story of a man and his busi- 
ness. The man—George J. Mech- 
erle. The business—the State 





NEW -« FASTER - 
EASIER » Automatic! 


Destroys Old Papers 
and Records with 
No Hand Feeding 


The new "SILVER EXECUTIVE AUTOMATIC” Paper Shredder is the first 


stack feed machine . 


. « feeds itself automatically! Shreds confidential 


papers, records, time cards into '/,” strips—in seconds. Machine is a 


typewriter-size, portable desk model with full !/, HP motor. Safe, easy to 
operate. Many sizes. Write today for details of 10-DAY FREE TRIAL. 


INDUSTRIAL SHREDDER & CUTTER CO. 


MILI iiaa 


DEPT 


a SALEM, OHIO 





Farm Insurance Companies of 
Bloomington, Il. 
In this Random 


publication, Mr. Schriftgiesser un- 


House, Inc., 
ravels an extremely readable yarn 
of a farm boy whose attempt to 
bring low-cost automobile insur- 
ance to people of his state re- 
sulted in tremendous success. 

A detailed story of a business, 
an inspiring tale of a hard-work 
ing crusader, “The Farmer from 
Merna” is dusted with light 
touches in the inimitable fashion 
of the 


dotes, interesting sidelights, and 


author. Humorous anec- 
letters and sayings of Mr. Mech- 


erle give this novel depth and 
color. 
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What the Editor Wants 


See page 19 for explanation of a 
new booklet on how to submit news 
and information to business pub- 
lications. 


For Further Information Cirele 39 on Card 


“Evaluator” Tests Reliability 


An “honesty evaluator”’—a sys- 
tem for screening prospective em- 
ployees—has been placed on the 
market by one of the country’s 


leading lie detection organiza- 
tions. 
John E. 
have made available a unique em- 
ployment form de- 


signed to appraise the trustworthi- 


Reid and Associates 


application 


ness of persons who apply for jobs 
where they have an opportunity 
to steal. 

The “honesty evaluator” is in 
tended for examining new appli- 
cants, not for persons on the job, 
according to John E. Reid, direc- 
tor of the organization. By exam- 
ining the pattern of answers to 
158 application questions, a skilled 
interpreter can assess the reli- 
ability of an applicant. 
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Xerography for New Copying 


Ditto, Inc., has announced the 
details of a new process called 
xerography According to the 


firm, accurate masters for Ditto 
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direct process duplicating can 
now be made photographically in 
three to five minutes with a new 
electrostatic copying method. 

The company contends that 
xerography eliminates all costly 
and time-consuming steps previ- 
ously spent in retyping, drawing, 
or tracing complicated originals 
onto a master. Xerography trans- 
fers the image from the original 
directly onto the master without 
water, negatives, or darkroom, in 
a matter of minutes. 
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Book Describes Tax Exemptions 

A comprehensive Profit Sharing 
and Pension Course, published by 
Prentice-Hall Inc., is now avail- 
able to businessmen. 

Included in the book is informa- 
tion on the new tax-exempt ar- 
rangement, being granted to cor- 
porations by the government at 
the rate of 175 a month. De- 
scribed are the workings of the 
plan, membership requirements, 
percentage of profits to be shared 
under the plan, taxation and de 
ductions, ete. 
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How Is Your Letterhead? 
A portfolio of 


heads 


letter- 


serve as a 


original 
assembled to 
source of ideas for business men 
has been prepared by Lester Beall, 
well-known designer in the graphic 
arts field, and published by Par- 
sons Paper Co. 

The Letterhead Design Manual 
includes ten letterheads of which 
one is engraved, four are litho- 
graphed in two colors, four are 
printed in two colors and one is 
printed in one color. There are 
three different brands of Parsons’ 
cotton fiber paper used in the let- 
terheads. 

Mr. Beall includes an explana- 
tion of the qualifications of good 
letterhead design. 
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Will You Survive? 


“To Live Tomorrow” is the dra- 
matic and informative television 
film of human behavior under emo- 
impacts from 


flash fires to a possible enemy at- 


tional Ranging 
tack, incidents in the film depict 
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what we should do to live through 
such a crisis. 

Announced by the Federal Civil 
Defense Administration and the 
Institute of Life Insurance, “To 
Live Tomorrow” is now available 
for nationwide television and other 
public showings. 
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1954 A & H Figures and Facts 


An up-to-date picture of the fast 
growing accident and health field 
giving the financial facts of 673 
property and life companies writing 
A & H coverages has been compiled 
by SPECTATOR statisticians in the 
1955 Accident Insurance Register. 
Figures are comparative for recent 
years and present the latest avail- 
able financial and underwriting re- 
sults with significant ratios for 
easy comparisons. 

Other 
earned and losses incurred includ- 


tables show premiums 
ing adjustment expenses incurred 
by lines. A chart which shows 
classes of accident and health poli- 
cies written by various companies 
is shown. Financial results for 
Blue Cross, Blue Shield and other 
hospital associations are reported. 


For Purther Information Circle 1 on Card 


Property Lines—State by State 


Experience for all companies in 


26 lines of property insurance is 
shown state by state in the SpPEc- 
TATOR’S 1955 edition of Insurance 
By States. 

In addition to exhibiting direct 
premiums written, direct losses 
paid and loss ratios on all lines, 
the book shows separate totals for 
stock companies, mutuals, recipro- 
cals, and Lloyds organizations for 
each state. 

Totals and aggregates for 1953 
and 1954 are given for each state 
and Canada. 
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MONEY—When Needed Most 


See page 58 for a full description 
of sales kit, “MONEY When 
Needed Most,” prepared by the 
Insurance Research & Review Ser- 
“R & R course in 


Sickness and Accident Insurance” 


vice from the 


and other sources 
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BURCHARD 


COMPANY 
Chicago 


Appraisals for Correct 
Insurance Coverage and 
Proof of Loss 
Depreciation Studies 
Property Ledgers 


4413 Ravenswood Avenve 
Chicago 40, Illinois 


Home Office Omaha, Nebraska 


General Agencies in 43 states, 
District of Columbia and Alas- 
ka serve our 438,250 policy- 
holders 

World ranks 12th in individual 
accident and sickness prem- 
ium income in the U.S 


wor 


orld insurance 





werdict... 


By LUKE A. BURKE 
Member of the New York Bar 


Insured Cannot Waive Grace 
Period 


During the grace period of a life 
policy, the insured wrote a letter to 
wish to 
drop my life insurance under the 
above policy number.” The company 
replied: “As you your 
life policy was permitted to lapse 
on 25 October 1953." Before the ex- 
piration of the grace period the in- 
sured was accidentally killed. 

A Texas statute required all life 
policies to have a grace 
clause. The beneficiaries brought a 
suit against the company to recover 
the face amount of the policy. The 
trial court gave judgment for the 
company. The appellate court, how- 
reversed the judgment with 
this reasoning: 

“The controlling question is: Can 
the insured and the Insurance Com- 
pany by mutual agreement (unsup- 
ported by a valuable consideration } 
terminate the policy so as to waive 
or do away with the grace period 
provided for therein and provided 
for by the Statutes of the State of 
Texas? 

“This is a case of first impres- 
sion in Texas, and involves the 
true nature of the grace period re- 
quirement that the Legislature has 
required to be in all policies of life 
insurance, Article 3.44 of the In- 
surance Code, R.C.S., provides that 
no policy of life insurance shall be 
issued unless it provides for a grace 
period of at least one month for the 
payment of every premium after 


the company, saying: “I 


requested 


period 


ever, 


68 


the first—during which month the 
insurance shall continue in force. 
The policy in the case at bar, in ac- 
cordance with the foregoing statu- 
tory provision, provided a grace 
period of 31 days without interest 
for the payment of each premium 
after the first, and during which 
time the policy would remain in full 
force, 

“Generally, provisions made by 
statute for the benefit of the policy- 
holders have been held to constitute 
safeguards, which, as a matter of 
public policy, the Legislature has 
seen fit to throw around them, in 
all their relationships with insur- 
ers, and which therefore may not 
be waived in any manner or by any 
device whatsoever, contemporaneous 
or subsequent, since such a practice 
would result in nullification of the 
statute, destruction of its protec- 
tion, and a return to the footing 
which, before the enactment of the 
statute, was considered unequal.... 

“Our Supreme Court has held 
that the parties to a contract of in- 
surance cannot, by contract, put 
something into the policy which is 
repugnant to the mandatory stat- 
ute, and thus destroy a benefit to 
the insured which the statute was 
designed to guarantee. In the case 
at bar, if Mrs. Satery, the insured, 
after the exchange of letters with 
the defendant Insurance Company 
but within the 31 day grace period, 
had changed her mind and tendered 
the Company the next premium, the 
Company would have been required 
to accept the premium and continue 


her insurance in force. Since our 
statute specifically that a 
policy of insurance shall be in full 
force and effect during the grace 
period of one month—and since our 
courts have determined that this 
provision was for the protection of 
policyholders—and that an Insur- 
ance Company could not validly con- 
tract in advance for a shorter grace 
period than that provided for by 
statute, it necessarily follows that 
the policyholder cannot waive the 
statute 


states 


grace period required by 
subsequent to the making of the 
contract without such waiver being 
supported by a valuable considera- 
tion.” 

(Satery v. 
serve Ins. Co., Texas Court of Civil 
Appeals, April 21, 1955.) 


Great American Re- 


Clerical Error and the 
Incontestable Clause 


The insured applied for a life 
policy in 1932 when he was 12 years 
old. One of the settlement options 
in the application provided for an 
annuity payment of $10.51 annually 
after 20 years. However, when the 
policy was issued the annuity con- 
tract provided for $1,051 yearly. 

It was not until 1950 that the 
Company realized the policy pro- 
vided for yearly payments of $1,051 
instead of $10.51. Although the pol- 
icy had been in the hands of the 
Company on four occasions for 
change of beneficiary and loans the 
mistake was not noted. When the 
Company realized the mistake it 
sent a “corrected” policy to the in- 
sured. The latter refused to accept 
it and the Company brought a suit 
to reform the policy on the ground 
of mutual mistake. The insured 
argued that after 18 years the Com- 
pany could not contest the policy. 


4g 


The court disposed of the “incon- 
testable” 
“The 
whether the reformation 
for in the complaint is barred by 
the ‘incontestable’ clause. The clause 
7! 


argument in these words: 
presented is 
prayed 


basic issue 


reads: 

“*This policy shall be incontest- 
able after it has been in force for a 
period of two years from the date 
of issue except for nonpayment of 
premiums and except as to the pro- 
visions and conditions relating to 
benefits in the event of total and 
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permanent disability and those 
granting additional insurance spe- 
cifically against death by accident 
contained in any supplementary 
contract attached to, and made a 
part of, this policy.’ 

“This precise question has never 
been determined by the courts of 
review in our State. In other juris 
dictions, however, except in one 
case, the courts have uniformly 
held that an insurance company is 
not precluded by the ‘incontestable’ 
clause from reforming the policy on 
the ground of mutual mistake.” 

On the question of mutual mis- 

take, the Court held thusly: 
“As we read the briefs, defendants 
tacitly admit that the third option, 
on which they base their claim, 
cannot be reconciled with the other 
options, for under that option, the 
insured, Henriksen, after having 
paid premiums aggregating $320 
would be entitled to an annual cash 
payment of $1,051 for the remain- 
der of his lifetime, in addition to 
being insured against death for 
twenty years and sharing in the 
dividends. This is manifestly incon- 
gruous. It is uncontroverted that 
the written application executed by 
the defendant Everett N. Henrik- 
sen, was never disaffirmed by him. 
When he received the policy in re- 
sponse to his application, he either 
did or did not notice the error. If 
he did not notice it, the mistake 
was mutual. If he did notice it and 
said nothing, he was guilty of such 
inequitable conduct as to amount 
to fraud.” 

(Metropolitan Life v. Henriksen, 
Illinois Court of Appeals, May 11, 
1955.) 


What Is a “Hernia”? 


An accident and health policy 
providing for hospital expenses ex- 
cluded “hernia” if incurred within 
one year of the policy issuance, 
Eight months after the policy had 
been issued, the insured was oper- 
ated on for a “diaphragmatic her- 
nia” and incurred hospital expenses. 
The Company claimed that the op- 
eration was not covered and a law 
suit followed. The herniation con- 
sisted of a projection of the stomach 
into the thoracic cavity through the 
opening in the diaphragm normally 
occupied by the esophagus. The 
medical testimony was to the effect 

Continued on page 70 
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are increased and made more 
{ profitable through use of the 
daaaee Live Company's unique Retirement 
So... Income Sales Kit. This Kit, com- 
/ plete with a phonograph train- 
/ ing record, contains all the 
materials needed to make a 
convincing Retirement Income 
presentation. It is one of four 
similar Kits, each based on field 
tested procedures which accel- 
erate the sales effectiveness of 

the career life underwriter. 
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Verdict 


Continued from page 69 


that in a technical sense a diaphrag- 
matic hernia was a true hernia but 
in the popular sense a “hernia” was 
a protrusion through the abdominal 
wall, 

The Court held that the cost of 
the operation was covered because: 

“While this is a case of first im- 
pression in Louisiana, in Pendell v. 
Westland Life Insurance Co., 214 P. 
2d 932, the California District 
Court held that the word “hernia” 
used in an accident policy was to 
be construed in its popular sense 
and should be taken as an average 
person with usual and ordinary in- 
telligence understand it, 
rather than in its technical or sci- 
entific sense, in rejecting the Com- 


would 


pany’s contention that a clause re- 
atricting benefits in the case of 
‘hernia’ applied as against a claim- 
ant or policyholder suffering with 
an ‘esophageal hiatus diaphragmatic 
hernia.’ Similarly, the Oklahoma 
Supreme Court refused to construe 


, | 


1 


ae | It’s it 


the book 


3,000 life insurance agents 


Keeping over 


a diaphragmatic hernia as a ‘her- 
nia’ under the terms of its work- 
men’s compensation statute whicn 
limited ‘hernia’ recoveries to com- 
pensation for fourteen weeks and 
the cost of an operation, Steelman 
v. Justice, 227 P. 2d 647. Other 
cases similarly refused to restrict 
workmen’s compensation benefits to 
the more limited recoveries permit- 
ted for what are commonly known 
as ‘hernias’ when claimants suffered 
from conditions which (as in the 
present) were technically accord- 
ing to medical definition ‘hernias’ 
but did not fall within the ordinary 
and popular meaning of the word 
hernias.” 

(Seguin v. Continental Service 
Life & Health Ins. Co., Louisiana 
Court of Appeals, April 22, 1955.) 


The “Corpus Delicti” was Missing 


This is not a mystery “whodunit.” 
It is just that, in reporting insur- 
ance cases, you meet everything. 
Take the case of Clark & Jones Inc. 
v. American Mutual Liability Ins. 
Co., U. S$. District Court for the 
Eastern District of Tennessee, Feb- 
ruary 7, 1955. The plaintiff-insured 





informed and up-to-date on company pro- 


cedures is a continuing job. Life of Georgia's 
attractive booklet, This is for You, is a handy 


help. Packed with 


information, 


facts and 


figures, it has proved invaluable in orienting 


new agents and as a ready reference for 


veteran fieldmen 


ADA : Cane ¢ lompany = 
SGA DREN 


y imSuURES THE SOUTH 


sued the insurance carrier to re- 
cover $9,578 allegedly stolen by an 
employee. The employee confessed 
that he had stolen that amount over 
a period of five years by withhold- 
ing from the cash register receipts 
derived from the sale of sheet 
music. 

So far it looks like an open and 
shut case. But here’s the rub. The 
inventories taken during the five 
year period of the thefts disclosed 
no shortage! How do you explain 
it? Here’s how the court did: 

“Although this is not a criminal 
prosecution of the party alleged to 
have confessed, the reasoning with 
respect to confessions would have 
the same force here. A confession 


by a former employee, since de- 
ceased, that he misappropriated 
$9,587.50 of funds of Clark & Jones, 
cannot support a recovery from the 
insurer where records and inven- 
tories disclose no shortage at all. 
Not only is the corpus delicti not 
established, but the evidence re- 
lating thereto has the opposite ef- 
fect of tending to destroy the force 
To be effective, 
corpus delicti evidence should be 
confirmatory, not contradictory.” 


of the confession. 


Group Jewtce 


én Que Company 


AUTOMOBILE 


FIRE & EXTENDED COVERAGE 
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Q. What companies write this 
coverage? 

A. Casualty. 

Q. How is it written? 

A. As a rider attached to the 
O. L. & T. policy or by endorse 
ment to a Comprehensive Personal 
Liability policy. 


Coverage 

Q. What does this form pro- 
vide? 

A. This policy provides indem- 
nity against claims for accidently 
injuries, sick- 
ness, disease and death resulting 


sustained bodily 
therefrom, caused by acts or omis- 
sions of the insured in the course 
of his occupation as a teacher. It 
includes acts occurring while per 
forming both curricular and ex- 
tra-curricular duties. The policy 
further provides for the usual in- 
vestigation litigation ex- 
penses as well as the immediate 


costs, 


medical attention imperative at 
the time of the accident. Medical 
?ayments may be added except as 
respects corporal punishment. 


Exclusions 

Q. What are the exclusions? 

A. This policy does not cover 
claims for injuries, sickness or 
disease resulting therefrom: (1 
infliction of corporal punishment 
(may be had by endorsement) ; 
(2) rendering or failure to render 
any medical, dental or surgical 
service; (3) the use of any vehicle 
(other than a 
operated, hired by or in the cus- 


bicycle) owned, 


tody of the insured. 


Rates 

Q. What are the approximate 
rates? 

A. There are two rate divisions 
(1) Code 322A—Athletic, labora- 
tory, physical 
training and swimming instruc- 
tors; (2) Code 322B—all others. 

The rates for Code 322A are 
usually $3.00 per teacher for bod 
ily injury and $1.00 for property 
damage; Code 322B $1.50 for 
bodily injury and $.50 for prop 
Liability of the 
teacher for corporal punishment 


manual training, 


erty damage. 
of pupils may be added: bodily 
injury rate $2.50. The charge for 


coverage 322A under the Compre- 


September 1955 


coverages 


and forms 





Teachers Liability Insurance 


hensive Personal Liability en- 
dorsement is $.50 higher as this 
$10,000 blanket 


bodily injury and property dam 


policy provides 
age coverage instead of the $5,000 
and $10,000 under the O. L. & T. 
policy. 

Minimum Premiums per pol- 
icy: Bodily Injury, $5.00; Property 
Damage, $1.00. The rates for this 
classification apply for one year 
or less. This coverage is for per 
sonal liability of instructors, mem- 
bers of faculties and teaching 
taffs in connection with their oc- 
cupational pursuits only, exclud- 
ing coverage in connection with 
a business owned or financially 
controlled by the insured or in 
which the insured is a partne! 
Principals and supervisors en 


gaged chiefly in administrative 


work must be eparately rated 
Laws of Some States Require 
Protection for Teachers 


Some states have enacted laws 


which require that the school 
boards provide insurance protec 
tion for teacher Individual poli 
cies may be issued to instructors 
in those states who desire cover 


age through their own agents or 


who may wish limits higher than 
the insurance afforded under the 
board’s policy. 

The courts have generally held 
that school boards and districts 
cannot be liable for the negligent 
acts of their officers and em 
ployees. This immunity does not 
necessarily extend to the teachers 

In New York State this freedom 
from liability has been withdrawn 
by statute and school boards must 
answer for the negligent acts of 
their personnel. This law author 
izes the boards to secure protec 
tion against bodily injury and 
property damage claims arising 
out of negligent acts. Provision is 
also made for the school districts 
to obtain Liability insurance, the 
protection extending to cover the 
interests of any board member 
teacher or other employee while 
acting within the scope of his em 
ployment 

The States of California and 
Washington have eliminated the 
immunity formerly enjoyed by 
school 
their capacities as agents of these 
A New Jersey statute re 
districts to protect 


boards and districts in 


states 
quires these 


Continued on page 72 
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SELL HARDER! members of school faculties, jani- 
al 


tors and superintendents from 
bodily injury and property dam- 





; age claims for negligent acts aris- 
Follow Client’s Changing Needs ing out of and in the course of 


One advantage the local agent has, because of his loca- their employment. 
tion in the community he serves, is the opportunity to 
keep close tabs on his clients’ insurance situations. Per 
sonal and business fortunes are not static and frequently 
changes occur which produce new exposures or the need 
for larger amounts of insurance e Agents can benefit There have been numerous in- 
from following closely all community personal news such stances of teachers and other 
as home sales, social and club life, marriages, deaths, and 
business personnels, Similar following of all activities being held liable for their negli- 
and reports on the business in the community, sales and ; 

financial results, new buildings and alterations for expan gent act. In Maine the court held 
sion, and new machinery purchases should prove equally a manual training instructor liable 
beneficial e In such news lie opportunities not only to for injury to a pupil by reason of 
increase your premium income, but important also, to | inadequate supervision. In an- 
impress upon your clients that your service includes other state an athletic director 
constant alertness to their insurance interests. It is 
knowledge of the latter fact which will keep your clients 
convinced that your services are worth their cost, and 
will deter them from accepting self-service, direct writing 
competition, There are many other instances 


Courts Have Passed Upon 
Teachers Liability 


members of the school personnel 


was considered negligent for fail- 
ure to properly protect a student 
who was fatally injured. 


The field representatives of the Commercial | of damages assessed against a 


Union - Ocean Group are co-operating daily member of a school faculty, most 

Commercial Union with agents and brokers in their efforts to win rag 

Assurance Co. Ltd recognition as professional local advisors from of them based upon failure to ex- 

The Ocean Accident & whom it pays to buy insurance protection and ercise proper supervision over the 
= “ tat service : 

Guarantee Corp. Ltd pupils whether in the class room, 

American Central gf in the playgrounds or under other 


Insurance Company | | circumstances. 
The British G a | 
insurance Co Li. | COMMERCIAL UNION- 7 oc 
' nsurance Protection Neede 
The California ~“OCEAN GROUP | in All States 


Insurance Company j 
Columbia Casualty HEAD OFFICE * ONE PARK AVENUE Ro Members of school faculties in 
Company ‘ bs NEW. YORK every state need insurance cover- 

The Commercial age with adequate limits. Even in 

Union Fire Ins. Co, 

The Palatine Insurance 

Company Ltd. 

Union Assurance 

Society Limited ATLANTA CHICAGO SAN FRANCISCO 





the states which have laws direct- 
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Now here's a policy that protects your em- 
ployees against injury on the golf course 
when you're out of town. 


New York 
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ing that teachers be protected, the 
protection does not apply to claims 
where corpora] punishment was 
inflicted upon the student. More- 
over there may be some question 
as to whether the injury arose out 
of some activity connected di- 
rectly with a school function. 


How Insurance May be Provided 

The teachers’ interests may be 
protected either under an Own 
ers’, Landlords’ and Tenants’ form 
or by endorsement to a Compre- 
hensive Personal Liability policy 
covering business activities. There 
are two classifications of teachers 

athletic directors, physical di 
rectors, laboratory technicians 
and manual training instructors 
fall within one group, the remain- 
ing teachers are coded as “not 
otherwise classified.” 

Corporal punishment liability 
must be specifically cited in the 
policy if coverage is desired. 


Excellent Field to Solicit 

While the latest statistics avail- 
able are not too recent, certain 
sources indicate there are over 
1,000,000 teachers in _ public 
schools in these United States, 
with combined income in excess 
of $3,000,000,000. A substantial 
number of these people own their 
own homes, they drive automo- 
biles and are also good prospects 
for Life and Disability Insurance 
forms. Another factor that should 
encourage’ the 
school faculty members is the fact 
that they move in the best circles. 
Contacts with these individuals 


solicitation of 


afford good advertising for the 
local agent and broker 

NOTE: The following are some 
of the cases that may be referred 
to if question arises as to a teach- 
ers liability: 

New York—Ohman vs. Board of 
Education, 88 NYS, 2d 273. Apple- 
baum vs. Board of Education, 297 
NY 762. 

Pennsylvania—Guerrieri vs. Ty- 
son, 147 Pa. Super 239 
Ohio—Guyten vs 

Ohio App 163. 

Kentucky—Whitt vs. Reed, 239 
SW 2d 489. 

South Dakota 
Harkness, 70 SD 26 


Rhodes, 65 


DeGoover 


- 
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Low Net Cost is only part of the story 


@ CAR OWNERS want 


dependable protection 4 


j = / > 
backed by efhicient LE ? 
«/ d— 
igency service. Give 
them both—p/us mutual 
j 





qviny< and you have 
the auto coverage 
that s righe for 


LI 
responsible clients 


Write for details of the 
Grain Dealers’ AGENCY 
PLAN. It will interest 
gents who want te 
augmence their facilities 
with those of a leading 


agency mutual company 
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tax analysis... 








By FORREST L. MORTON 
Consultant, Advanced Underwriting, Gulf Life 


Liability of Life Insurance Proceeds 
for Income Tax 


rtT\WO months ago a similar ar 


ticle appeared in this column. 


It was a review of the case of the 
United States of America, Ap- 
pellant v. Lynne Marx Gilmore, 
formerly Lynne Marx Knauer, Ap 
pellee, deciced May 4, 1955 by the 
United States Court of Appeals 
for the Fifth Circuit, which held 
that a widow should be made li- 
able for the unpaid income taxes 
of her deceased husband to the 
extent of the life insurance pro- 
ceeds that she received by reason 
of his death, 

On June 2, 1955, the same court 
decided otherwise in the case of 
the United States of America, Ap- 
pellant v. Dorothy B. Truax, In- 
dividually and as Administratrix 
of the Estate of Layton E. Truax, 
Appellee. 

Apparently, the only difference 
between the two cases was that 
Mrs. Gilmore had paid estate 
taxes from regular estate assets 
which gave rise to liability of the 
beneficiary of the decedent's life 
insurance by virtue of an express 
federal statutory duty of contri- 
bution, which the Government can 
compel the administratrix to en- 
force for its benefit. It would ap- 
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pear thal no estate taxes were 
payable in the Truax case. It 
might also be well to keep in mind 
that the Chiet 


from the opinion of the court in 


Judge dissented 


the Gilmore case. 

The facts in the Truax case 
were as follows: Layton E. Truax 
died insolvent on May 11, 1949, 
owing back income taxes in the 
amount of $3,485.43 plus interest. 
$10,672.13 


as beneficiary of a life insurance 


The widow received 


issued to the decedent 
on June 1, 1946. 


paid the premiums on the policy, 


policy 
Decedent had 


which provided that he was en- 
titled to borrow against or re- 
ceive the cash surrender value 


and to change the beneficiary. 
The cash surrender of the policy 
at the time of his death was 
£411.77. The District Court held 
the widow liable for the amount 
of the cash surrender value with 
interest from the date she received 
the insurance proceeds, and the 
Government appealed, contending 
that she should be liable for the 
entire amount of the unpaid taxes 
as “transferee.” under Section 311 
of the Internal Revenue Code 
(1989). 


The opinion of the Court reads 
in part as follows: 

“This case turns upon the ques 
tion whether the ‘liability, at law 
or in equity’ of a transferee re- 
ferred to in Section 311l(a)(1) is 
determined by state law, or may 
be determined as a matter of fed- 
eral law from the abstract mean 
ings of those statutory words, 
there being no federal statute de 
fining that 


liability more pre 


cisely... . This circuit and several 
others early held that the sub- 
stantive liability of a transferee 
depends on state law... . Com 
missioner v. Western Union, 2d 
Cir. 141 Fed. (2d) 774, held that 
the question of who is a trans- 
feree of property is a matter of 
federal law but liability of such 
a person is to be determined by 
state law. 

when the 


“Curiously enough, 


courts of appeals first applied 
Section 311 to beneficiaries of in- 
surance policies, they applied fed- 
eral law to determine transferee 
liability. Pearlman v. Commis 
sioner, 3d Cir. 153 Fed. (2d) 560, 
Kieferdorf v. Commissioner, 
9th Cir. 142 Fed. (2d) 723, 
Following the language of these 
cases, the Tax Court and several 
District Courts held that a bene 
ficiary in a case like the present 
one was as a matter of federal 
substantive law liable for the in- 
sured’s delinquent income taxes 
to the extent of the entire pro- 
Actually, the Pearlman 
and Kieferdorf cases do not go 
that far. In Pearlman, the insured 


ceeds. . 


had changed the beneficiary from 
his estate to his wife while he was 
insolvent, and more importantly, 
the tax deficiency was less than 
the cash surrender value of the 
policies. In Kieferdorf, the poli- 
cies were payable to the insured’s 
insolvent estate, and were paid by 
the estate to the widow as prop- 
erty exempt from execution. The 
widow was held liable as a trans- 
feree, the exemption statute being 
held not applicable to the Gov- 
ernment, 


“The most 
come back into line with our hold- 
ing in Liquidators of Exchange 
Bank v. United States, 5th Cir., 
65 Fed. (2d) 316, and hold that 


recent cases have 
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the liability of the beneficiary is 
determined by state law. ... The 
towan case, Rowan v. Commis- 
sioner, 2d Cir., 215 Fed. (2d) 641, 
is the best reasoned and is re- 
garded as the leading case. The 
Second Circuit pointed out there 
that Section 311 creates a sum- 
mary method of collection of de 
linquent taxes from transferees 
when two elements are present: 
(1) a liability in law or equity; 
and (2) a ‘transferee of prop- 
erty of a taxpayer.’ The court 
held first, that the proceeds of the 
insurance were never property of 
the taxpayer; and secondly, al- 
though the cash surrender value 
had been, the applicable state law 
created no liability on the part of 
the transferee. The result was 
that the Government collected 
none of the insured’s delinquent 
taxes which amounted to more 
than $400,000... . 

“We are in complete agreement 
with this holding and the reason 
ing quoted; and in the only other 
case in which we passed on the 
question, we so held. ... In United 
States v. Gilmore, we found that 
the payment by the administra- 
trix of estate taxes from regular 
estate assets gave rise to liability 
of the beneficiary of the dece 
dent’s life insurance by virtue of 
an express federal statutory duty 
of contribution, which the Gov- 
ernment can compel the adminis- 
tratrix to enforce for its benefit 

Our majority opinion there 
was of course consistent with our 
present opinion that in the ab- 
sence of a federal statutory lia- 
bility, the only source of liability 
is state law; and Judge Hutch- 
eson’s dissenting opinion very 
forcefully took that position. ... 
We think it is quite significant 
also that the Government hag in- 
dicated that in regard to the New 
and Rowan cases, applications by 
the Government for certiorari 
have not been authorized by the 
Justice Department, nor does the 
Justice Department contemplate 
taking the cases to the Supreme 
Court. .. . We observe also that 
the holding in Rowan that state 
law is applicable and that the 
beneficiary is not liable for the 
entire proceeds of the insurance 


Continued on page 76 
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equity.’ It can be argued that in 
this particular case, where the 
; liability to be enforced is incorpo- 
Contineed trom Pape 75 , | » ) rated by reference, 80 to speak, 


Tax Analysis 





from state law, that a state ex- 
emption statute should apply, 
even though in the usual case of 
has met with approval in the legal an express iederal tax liability 
periodicals, . . , ; imposed irrespective of state law, 
“Since on principle and prece- aw ti é , state exemption statutes are in- 
dent we are convinced that ' applicable. ... We find it unneces- 
Georgia law must determine the sary to decide this point. 
question of liability of the ap- Lele “Nor is it necessary to decide 
pellee, we proceed to examine the whether the beneficiary here was 
Georgia law in point... . Thus really a transferee of a property 
under Georgia law, the Govern Brother finally landed a job, Ed. Go in interest of the decedent in the in- 
ment can recover no more than and let him sell you an insurance policy. surance. and if so, whether she 
the amount of premiums fraudu- i taal was a transferee of the entire 
lently paid; here, there was not a proceeds, the accumulated reserve, 
particle of proof of any fraudu- do not create an exemption of a or simply the cash surrender 
lent payments, or that decedent debtor’s property from execution, value at the time of death; since 
was insolvent at the time of pay- as in Kieferdorf v. Commissioner, we decide that there is no sub- 
ing any premium. Hence, the but a special cause of action for stantive basis of liability beyond 
Government has not shown any a creditor against one who is not the amount of premiums fraud- 
right to recovery whatsoever. his principal debtor. . .. We do ulently paid, if there were any. It 
“The Government contends that not pass on the Government's is not of the slightest consequence 
these Georgia statutes are not ap- major premise that a state exemp- in our view of the case, that 26 
plicable to the Government be tion statute does not apply to the U. S. C. (1952 Ed) Section 811 
cause they are exemption statutes Government under Section 311, makes insurance proceeds such as 
But on the contrary, we think they creating a procedure to enforce an these part of decedent’s gross es- 
are not exemption stitutes. They undefined ‘liability, at law or in tate for tax purposes. The Gov 
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ernment advances the argument 
that this proves there was a trans- 
fer of property from decedent to 
beneficiary. As we have said, it is 
immaterial to our decision 
whether there was such a transfer 
or not. 

“This case was tried with a 
clear understanding by the parties 
of what the sole issue was and 
what the applicable statutes were 
Since the Georgia statutes quoted 
expressly create a right in cred- 
itors to ‘the amount of any pre- 
miums for said insurance paid 
with intent to defraud creditors, 
with interest,’ we are satisfied 
that the reason the Government 
did not obtain a stipulation of or 
introduce any proof of any fraud 
ulent premium payments, was that 
it had no evidence of any. Thus, 
the Government did not even 
prove that it was entitled to judg 
ment in the amount of the cash 
surrender value. No appeal was 
taken by appellee, so we may not 
consider the propriety of that ad 
judication. But the Government 
has had a fair opportunity to pre- 
sent its case, and from the record 
it appears to us reasonably certain 
that it could not prove on a second 
trial that it is entitled to more 
than it has already recovered. We 
see no just reason to remand this 
case for a determination as to 
whether any premiums were paid 
fraudulently by decedent, ... The 
judgment is therefore affirmed.” 

In conclusion, a comparison of 
the Gilmore and Truax cases 
clearly indicates that there are 
times when it is practically im 
possible to determine the proper 
course to follow in tax considera 
tions. For example, in the Gilmore 
case, the widow logically used 
some of the general estate assets 
in payment of the estate tax, and, 
at the time, it is indicated that 
she had no knowledge that any 
income taxes of the decedent were 
delinquent. Under these circum 
stances, might it not be assumed 
that perhaps Chief Judge was 
correct in his dissenting opinion 
in the Gilmore case? 

On the other hand, both of these 
cases seem to indicate quite clear- 
ly that in the future “state law” 


will control in the usual case. 
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Coping With Change 
Continued from page 29 
filing cabinets. Modern microfilm 
readers operate at a flip of a 
switch, producing large, clear full 
size images on the screen. It takes 
only a few moments to scan a roll 
of film and find the desired infor 
mation, Indexing is a simple mat 
ter, for documents are filmed in 
the order originally filed 
The beauty of microfilm is, that 
like insurance, it usually lends it 
self to a good dollars and cents 
sales proposal. There are three 


basic uses for microfilm 


1. Security. No prudent insur 
ance Management can ignore the 
How- 


ever unpleasant the prospect of 


dangers of the atomic age. 


record destruction, the truth re 
mains that records are the life 
blood of the insurance business 
The immediate reaction of some 
insurance men to this statement 
is that their records are already 
well protected. and they don’t need 
microfilm. This reminds one of 
the man who says, “I have enough 
can't talk to you 
Microfilm provides the best 


possible security for records. To 


insurance; | 
now,” 


microfilm 
method with the carbon copy stor 


compare the storajre 
age method 

a. It is faster to microfilm a 
paper than to set up a carbon copy. 

b. Microfilm is small and light 
in weight; therefore, far easier to 
handle and cheaper to transport 
to the safe storage area than 
bulky carbons. 

c. Microfilm is not harmed by 
water, and can be more easily 
protected from fire. Water or fire 
will destroy carbon copies, 


Microfilm Storage 


d. Microfilm 
inches, not acres, Storage cost is 


storage requires 
greatly reduced. 

e. Faster finding. A few filing 
cabinets hold everything. 
aisles crammed with old cartons 
of files are eliminated. 


Long 


In short, the real story of a 
microfilm security program is told 
by cash savings to the user plus 
the great space saving. 

2. Space saving. For your of 
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fices in high-rent districts, where 
space is at a premium, the advan- 
tage of microfilm is unmistakable. 
The chief problem is one of per- 
sonnel education. As previously 
suggested, once office help become 
familiar with microfilm, they pre- 
fer it to old-fashioned methods, 
finding it faster, less fatiguing. 

3. Procedural uses of microfilm. 
The real future of the new micro- 
film technique lies in its introduce 
tion into everyday office routine. 
Microfilm is no panacea, and there 
are many applications to which it 
cannot be put; however, new uses 
are being discovered every day. 

Until recently, microfilm cam- 
eras were so bulky and complex 
that they were not adaptable to 
ordinary office use. Now, Diebold 





Editor's note: Although Mr. Maggin 
is now busy in the field of indus- 
trial management, he did start out 
—very successfully—in casualty in- 
surance. He worked first in the old 
Workmen's Compensation Service 
Bureau. Eventually he became an 
underwriter and executive, serving 
with such companies as New Amster- 
dam Casualty, National Surety, and 
Globe Indemnity. In addition to his 
responsibilities with Diebold, Mr. 
Maggin is also a director and on the 
executive committee of the Ameri- 
can Window Glass Company. 





has produced a 20-pound portable 


camera which operates at very 


high speed. This single machine 
hos revolutionized the use of mi- 
crofilm in daily routine. The sub- 
ject of procedural microfilming is 
too complex to be thoroughly cov- 
ered in an article such as this, 
but some of the more common ap- 
plications can be outlined: 

a. Active Branch Records. Branch 
offices commonly duplicate records 
and mail the originals to the home 
office. This method has certain 
disadvantages It is expensive. 
It is Valuable 
papers can be lost en route. Mis- 


time-consuming. 


takes can be made in transcrip- 
tion. Mailing charges are costly. 
Microfilm eliminates these disad- 
vantages Microfilm copies are 
cheaper to make, take less time. 
Film can be inexpensively dupli- 
cated to insure against loss in 
transit. Valuable documents are 
not committed to the mails. The 


camera can make no mistakes in 


transcription. Mailing charges are 
only a few cents. 

b. Microfilm Check 
Think of the time spent recording 
incoming remittance checks in a 


tegister. 


manual register! On-the-spot mi- 
crofilming instantly provides you 
with a photographically accurate 
register. We estimate that the 
checks can be 
recorded and reviewed for accu- 


fastest manually 
racy is at the rate of 50 an hour. 
In an hour, a portable camera can 
microfilm as many as 3000 checks! 
Each check is photographically 
“locked” in place on the film. It 
can never be misfiled, nor the date 
of its receipt questioned. 


Finding Data 
c. Finding Catalogued Informa- 
tion. All of us 
through rate books and wondered 


have thumbed 
if there was no faster way of get- 
ting at catalogued information. 
Such a way has now been discov 
ered. Rapindex—a revolutionary 
new microfilm indexing system 

makes it possible to locate such 
information in seconds. When the 
specially prepared film is viewed 
upon the Rapindex screen, an in 
dexing line moves from side to 
side as the film is advanced, show 
ing the observer just what por- 
tion of the film he is viewing. The 
observer need not read the copy 
to find his place; the moving in 
dexing line gives him a simple, 
accurate guide, making it possible 
to locate catalogued information 


in a matter of seconds. 


Systems Change 


It has truly been said that noth- 


ing is as constant as change 
Searcely a week goes by without 
some new form of insurance being 
written, and, concomitantly, some 
new selling approach applied. 
Business systems change, too. Mi- 
crofilm is, of course, only one of 
many startling new developments 
The phenom- 
chal- 


lenge to the inquisitive mind. ‘The 


in the systems field 
ena of change is a welcome 


ability to cope with these changes, 
and to make willing servants of 
them, is one of the prerequisites 
of success. Coping with change 
is essentially doing one’s duty to 
the company, to the policyholders, 
and ultimately, to oneself. 
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Property Totals by States 


This table, continuing on pages 80 and 81, shows premiums written and losses 
paid in 48 states, D. of C., Alaska, and Canada. They are taken from The Spec- 
Continued from page 27 tator's “Insurance By States’ which lists writings for each company in each line 


Survey Sets Style 


on the best terms possible. 

1. Finally, we firmly believe that 
the Bureau companies will not much 
longer sit idly by but will soon take 
steps to narrow the rate differen 
tial of the price competitors. There 
has been some evidence of this in 
recent substantial rate reductions 
in a number of States. We feel cer- 
tain that they are well aware of the 
fact that if the best business is at- 
tracted by price, a continuation of 
their price policy will only tend to 
extend the price differentials. We 
did not want to be in a position of 
being committed to deviations un- 
der such circumstances. 

If our Agency Company leaders 
continue to let a large volume of the 
best business go to the specialty 
companies and if differentials con- 
tinue to increase because more good 
business is attracted by price and 
the poorer business has to be sup- 
ported by increased rates, we would 
not want to be in the position of 
getting the highest rates but the 
poorest business. Therefore if our 
casualty operations prove success- 
ful and profitable so that we find we 
can afford to give our agents a more 
attractive and more competitive 
deal we shall consider a merit rating 
plan. Our questionnaire indicates 
that the agents are sold on the psy 
chological and competitive advan- 
tages of such treatment for better 
than average risks. 

On another part of the price ques- 
tion only a small minority of our 
agents felt that we should meet or 
get close to the premiums charged 
by the specialty companies or di- 
rect writing companies. It is most 
encouraging that 80 per cent of the 
agents felt that they could protect 
themselves against cost competition 
if they were within about 10 per 
cent of net cost of their competition. 

The next section of the survey 
was devoted to more efficient opera- 
tions and were delighted to learn 
that almost 80 per cent of the 
agents want policy writing facili- 
ties made available to them. This 
was true even in states such as Cal- 
ifornia, where policy writing on the 
part of agents has always been 


Continued on page 80 
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in each of the 51 jurisdictions. 


Alabama 


Arizona 


Arkansas 


California 


Colorado 


Connecticut 


Delaware 


District of Columbia 


Florida 


Georgia 


Idaho 


Iinois 


lowa 


Kansas 


Kentucky 


Louisiana 
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Stocks 
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Recip. 
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Stocks 
Mutuals 
Recip. 
Total 


Stocks 
Mutuals 
Recip. 
Totals 


Direct 
Premiums 
Written 
93,518,934 
35,143,200 
1,164,730 
129 ,826 ,864 


44 ,628 ,787 
6,884 ,913 
3,515,259 

55 ,028 ,959 


64,899,744 
13 ,866 ,037 

2,008 ,508 
80,774,289 


838 ,032 ,736 
257 ,824 ,865 
123 ,306 ,499 


219,164,100 


69,880,278 
23,230,746 

5,296,255 
98 ,407 ,279 


156 ,287 ,768 
93 ,734 ,900 


250 ,022 ,668 


17,653 ,549 
7,466 ,983 


25,120,532 


41,247,932 
12,220,236 

124,034 
53,592,202 


199 ,094 , 989 
53,751 ,406 
1,506 ,252 
254 , 352,647 


142,392,081 
43 ,680 , 961 

722 ,094 
186,795,136 


27,719,924 
6,752,733 
4,559,386 

39 ,032 ,043 


568 ,353 , 787 
250 ,043 ,050 

30,739,199 
849 , 136 ,036 


223 , 345 ,060 
124,486 ,053 

9,748,073 
357,579,186 


91,377,210 
101,865,512 

6 ,084 ,808 
199 ,327 ,530 


101 ,550 , 386 
55,642,977 

4,453,315 
161 ,646 ,678 


101,721,431 
31,053 ,484 

2,624 ,909 
135,399,824 


147,497 ,458 
32,240 ,804 
1,438,247 
181,176,509 


Direct 
Losses 
Paid 
48 ,637 ,640 
21,084 ,372 
426 ,835 
70,148 ,847 


20,275,109 
3,521,180 
1,483 ,883 

25,280,172 


31,939,881 
7,499 ,534 
741,501 
40,180,916 


399,600,181 
153,529,238 

50,727,913 
603 , 857 , 332 


27 ,586 ,591 
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2,119,456 
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76 ,627 ,755 


50 ,839 , 336 
17,095,215 
1,080 ,945 
69,015,496 


68,731,619 
15,075,770 

912,072 
84,719,461 


Ratio 
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Mutuals 
Recip. 
Totals 


Stocks 
Mutuals 
Recip. 
Totals 


Stocks 
Mutuals 
Recip. 
Totals 


Stocks 
Mutuals 
Recip. 
Totals 


Stocks 
Mutuals 
Recip. 
Totals 


Stocks 
Mutuals 
Recip. 
Totals 


Stocks 
Mutuals 
Recip. 
Totals 


Direct 
Premiums 
Written 
39,069,723 
19,551,748 
76,491 
58 ,697 ,962 


138,511,179 
64 ,830 ,499 

1,581,814 
204 ,923 ,492 


274 , 994,138 
213,168,202 

479 ,243 
488 ,641 ,583 


299,171 ,807 
280 ,603 , 988 
34,755,977 
614,531,772 


130 , 363,409 
93,713,277 

6,464,221 
230,540 ,907 


65,010,156 
22,917,735 

1,742,514 
89,670,405 


198 ,500 ,480 
111,109,310 

15,625 ,652 
325,235,442 


32,389,718 
9,717,768 
2,699,625 

44,807,111 


57,778,477 
40,171,280 

4,243 ,942 
102,193,699 


15,415,809 
2,755 ,668 

874 , 253 
19,045,730 


27 , 737 ,396 
23,916,465 


51,653,860 


382 ,822 ,442 
94,354,722 
926 ,843 
478,104,007 


38 , 784 ,673 
7,829,565 
2,450 , 297 

49 ,064 ,535 


1,088 , 996,755 


722,610,969 
2,877,101 


1,814,484 ,825 


137 ,086 ,193 
60,260,940 

852 , 947 
198 , 202 ,080 


20 ,695 , 396 


1,312,054 
37,753,742 


395 ,066 , 485 


18,769,282 
11,198,701 

10,878 
29,978,861 


55 ,691 ,505 
39,181,430 

539 ,638 
95,412,573 


166 ,360 ,037 
143,241,424 


,307 
309 ,835 , 768 


162,337,221 
197,231 ,466 

16,821,015 
376 , 389,702 


63,540,784 
48 ,030 ,093 

2,996 ,668 
114,567,545 


34 ,784 ,826 
13,865,859 

1,023,810 
49,674 ,495 


88,812,808 
64, 188,860 

6,913,400 
159,915,068 


16,292,111 
5,200,191 
1,148 ,446 

22,640,748 


24,446,004 
20,965,478 

1,663 ,320 
47 ,074 ,802 


8,067,516 
1,328,611 

464 ,331 
9,860,458 


14,346 ,468 
15,178,213 


29,524,681 


172,856 ,363 
47,955, 157 
210,992 
221,022,512 


16,890,392 
3,950,485 
1,023,079 

21,863 ,956 


524 ,476 ,406 
405 , 369 ,600 

1,282,920 
931 ,128 ,926 


80,721,842 
29,629,073 
852,247 
111,203,162 


12,318,625 
10,035,851 

598 ,523 
22,952,999 


178,935 ,047 
181,530,577 

2,580,731 
363 ,046 ,355 


Survey Sets Style 


Continued from page 79 


strongly resisted. Apparently agents 
have come to realize that as an 
agency convenience and economy it 
is more advantageous to type up one 
of the new carbonized, simplified 
policies than it is for them to go 
through all the mechanics of making 
up the application, establishing a 
pending file, awaiting receipt of the 
policy, checking the policy when it 
arrives and perhaps going all 
through the procedure again if the 
policy is not right. Then too, they 
recognize that the ability to write 
policies and make immediate deliv- 
ery adds stature and prestige. 

We will also be guided by the 
fact that almost 85 per cent of the 
agents want to take a part in claim 
settlement. Again agents are aware 
of the fact that on small first party 
claims it is far less costly for them 
to handle the proof of loss and make 
out a draft than it is for them to 
transmit the details to the company 
by correspondence and maintain an 
open file until the matter is con- 
cluded. They recognize that the pub- 
lic is greatly impressed by the agent 
who can draw a settlement draft 
for the companies and settle the 
small claim on the spot. Many of 
the agents commented on the “en- 
velope draft system” which not only 
enables the agent to pay the claim 
but also to complete in one package 
the entire claim file. It is that claim 
payment system which the Buffalo 
plans to adopt. 

In the next question 75 per cent 
of the agents recognized the ex- 
pense advantages of continuous po!- 
icies or renewal certificates and 
wanted such a program if owner- 
ship and control of expirations is 
vested in the agents by contract. 
They did advise, however, that the 
renewal certificates be dressed up 
into an important looking document 
so that they would get from the 
policy holder the proper attention 
and recognition. It seems desirable 
to show on the certificate the cov- 
erages or limits and to furnish a 
new identification card. 

Most popular suggestion in the 
entire questionnaire dealt with auto 
commission differentials on liabil- 
ity, property damage and physical 
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damage premiums. A flat auto com- 
mission was favored by 92 per cent 
of the agents replying to the ques- 
tionnaire, and therefore the Buffalo 
shal! make available a flat commis- 
sion scale to all territories. 

Three other results deserve men- 
tion. On the question of “Would 
you like to have available a six- 
month auto policy?”, 75 per cent of 
the replies said yes. Then 76 per 
cent preferred an advance devia- 
tion to a dividend participation on 
expiration, if a price deviation wer 
needed at all. Then we asked if the 
agents approved of the policy of 
some companies to be prompt and 
liberal in settling all first party 
claims but to be active in discourag- 
ing third party liability claims 
Thirty-seven per cent approved, but 
62 per cent turned thumbs down. It 
is apparent that the American 
Agency System does not favor the 
resistance or discouragement of 
third party claims as such. It wants 
a just claim paid, regardless of 
whether it is third or first party. 

With these thoughts in mind and 
in view of the answers to our ques- 
tionnaires we have established our 
facilities on the platform of service 
as opposed to price. In so doing, we 
feel that we have developed a unique 
agency-casualty program with many 
service advantages. Some of the 
features of this program are: stand 
premium rates, flat commissions, 
avoiding needless duplications by 
delegating functions to agents, full 
authority to draw first party claim 
settlement drafts up to a certain 
value, renewal certificates or con- 
tinuous policies wherever possible, 
memos for non-money' endorse- 
ments, bonus commissions for bet- 
ter than average loss ratios, full 
multiple line facilities with liability 
capacity up to one million dollars, 
and special arrangements such as 
six-month policies, simplified appli- 
cations, and carbonized policies. 

It is our conviction that the sum 
total of the plan will enable the 
agent to best demonstrate his ser- 
vices; to continue to provide plan- 
ned insurance protection; to be of 
the greatest possible assistance 
when needed; to initially explain 
and continually maintain the policy- 
holder’s insurance portfolio; to fill 
a very real place in his community 
and to live in accordance with the 
American system of free enterprise. 
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Oklahoma 


Oregon 


Pennsylvania 


Rhode Island 


South Carolina 


South Dakota 


Tennessee 


Vermont 


Virginia 


Washington 


West Virginia 


Wisconsin 


Wyoming 


Canada 


Alaska 


Stocks 
Mutuals 
Recip. 
Totals 


Stocks 
Mutuals 
Recip. 
Totals 


Stocks 
Mutuals 
Recip. 
Totals 


Stocks 
Mutuals 
Recip. 
Totals 


Stocks 
Mutuals 
Recip. 
Totals 


Stocks 
Mutuals 
Recip. 
Totals 


Stocks 
Mutuals 
Recip. 
Totals 


Stocks 
Mutuals 
Recip. 
Totals 


Stocks 
Mutuals 
Recip. 
Totals 


Stocks 
Mutuals 
Recip. 
Totals 


Stocks 
Mutuals 
Recip. 
Totals 


Stocks 
Mutuals 
Recip. 
Totals 


Stocks 
Mutuals 
Recip. 
Totals 


Stocks 
Mutuals 
Recip. 
Totals 


Stocks 
Mutuals 
Recip. 
Totals 


Stocks 
Mutuals 
Recip. 
Totals 


Stocks 
Mutuals 
Recip. 
Totals 


Direct 
Premiums 
Written 
110,087,914 
33,300,192 

6,035 ,507 
149,423,613 


93,007,294 
21,200,222 

9,630 ,589 
123,838, 105 


464 ,604 ,319 
323,958 , 806 

13,797,897 
802 ,361 ,022 


35,302,593 
29,307 ,582 


64,610,175 


72,307 ,552 
25,602,015 

613,183 
98 ,522,750 


24,772,846 
15,263,520 

1,355 ,093 
41,391,459 


133 ,068 , 164 
49,092,612 

844,795 

183 ,005 ,571 


513,142,277 
116,307,190 
21,437,078 
650 , 886 ,545 


28,318,676 
8,070,686 
2,963,205 

39,352,567 


15,435,573 
12,742,733 


28,178,306 


130,631,243 
50,325,242 
3,343,244 
184,299,729 


130,286,189 
30,610,586 
10,183,233 

171 ,080 ,008 


58 ,889 ,682 
34,919,005 

145,302 
93 ,953 ,989 


141,709,229 
133,937,931 

1,316,740 
276 , 963 ,900 


14,479,289 
4,515,453 

646 ,316 
19,641 ,058 


412,467,611 
72 ,026 ,582 
1,769,940 
486 , 264 ,133 


11,138,958 
1,376 ,992 


12,515,950 


Direct 
Losses 
Paid 
51,346,365 
20,133,820 
2,920,665 
74,400,850 


42,645,721 
10,375,465 

4,144,184 
57,165,370 


212,951 ,976 
210,011,833 

6,291 ,420 
429 ,255 , 228 


36,070,420 
26,771 ,848 


62 ,842 ,268 


37,182,407 
12,228 ,680 

288 , 766 
49,699 ,853 


11,807,079 
8,280 ,868 
621 , 950 
20,709 ,897 


62,211,817 
28 ,366 ,440 

236,121 
90,814,378 


219,755,000 
61,846,541 
8,584 ,996 
290 , 186 ,537 


13,237,841 
4,224,387 
1,283 ,666 
18,745,894 


7,606,779 
5,833,811 


13,440,590 


64 , 383 ,587 
23,135,523 

894 , 387 
88,413,497 


57,114,942 
14,503 ,674 

4,482,303 
76,100,919 


30 ,209 ,832 
20,939,419 

43,578 
51,192,829 


65,722,078 
68 ,560 ,461 
272 ,927 

134 ,555 , 466 


5,114,066 
2,460 ,469 

357 ,473 
7,932 ,008 


219,143,753 
42,322,738 

913 ,067 
262 ,379 , 558 


3,821,557 
731 ,800 


4,553 ,357 


Ratio 
47 
60 
48 
50 


46 
49 
43 
46 





Auto Death Rate 


Continued from page 28 


partments, of 105 cities with a com 
bined population in 1953 of 46,756, 
626 have supplied the data on vari- 
ous causes of death to THE SPECTA 
TOR, From these reports a record of 
automobile fatalities denotes that 
there were 6,886 deaths caused by 
automobiles in 1953 for a death rate 
of 14.7. In 1952 the total number of 
deaths in these same cities of 6,786 
caused a death rate per 100,000 of 
population of 14,6. The rate for 195% 
is slightly 
1962 


However, both years are at a low 


higher than it was in 


er level than in previous years. Fo: 
instance, fifteen years back, or in 
1940, the death rate was 20.5 and 
for 1939 it was 19.2. While this 
lower level of deaths is a tribute to 
the unremitting work done by the 
afety forces of this country both 
private and public—including bet- 
ter policing, better traffic planning 
and better highways—nevertheles 
it is a distasteful commentary on 
the careless and daring habits of 
the people on the North American 
continent. Organized activities of 
safety-minded people can only go so 
far in teaching men and women who 
vehicles that they 
must be mindful of the 


operate motor 
machine 
they contro! and that their respon 
sibility for the risk of life and limb 
is not theirs to exercise, particu 
larly as that responsibility applies 
to others. 


Safety Work 


Safety 


and under every possible auspice 


work in every direction 
must be continued if we are to b 
reasonably free from the sadness 
and misery that news of a death or 
an injury must bring. Economic loss 
and the deprivation that can be con 
ceived by the removal of thirty o1 
forty 
roads of life is too much to be ac 


thousand from the active 
cepted as an endorsement of care 
lessness and selfishness 

Most people think of the home a 
the safest place on earth. But here 
again an unwillingness to deal 
thoughtfully with the work and 
pleasures at hand has caused an un- 


82 


addition to the annual 
roster of death. The mortality rate 
caused by accidents in the home in 
1953 in 67 American cities was 19.9 
or a total number of deaths of 7,293 
in cities with a population of 36,- 
510,000. In 1952 the home accident 
death rate in these cities was 17.8. 


seeming 


Home in song and story and in ac- 
tual living seems such a peaceful 
place that one would hardly think 
that in America approximately 35,- 
000 people yearly meet their death 
mostly “because they didn’t think.” 

tecords of the five largest cities 
in the United States would seem to 
living 
more conducive to better standards 


indicate that therein was 
of living and driving than in smalle 
cities. In the five largest cities, in 
cluding New York, Chicago, Phila 
delphia, Los Angeles, and Detroit, 
the total accident death rate in 195% 
per 100,000 was 39.2. The combined 
population of these cities of 18,- 
048,000, in each of the three cate- 
gories into which the accompanying 
table is divided, show lower acci- 
dent mortality rates. 


Auto Death Rate 


The automobile death rate in the 
five cities was 10.9 as contrasted 
with 14.7 for the entire group of 
cities. The home death rate for the 
five cities was 17.3 as contrasted 
with 19.9 for the 67 cities whose 
statistics are noted; while deaths 
from other causes was at the rate 
of 11.0 against 16.7 for the total 
group in 1953. 

Both New York City and Phila- 
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| don't see why you should feel so bad, 
Mr. Jones. I'm the one that failed to 
poss the examination. 


delphia had a rate of death caused 
by the automobile lower than 19 
per 100,000. In New York it was 7.9 
it was 9.2. Los 


Angeles and Detroit had lower home 


and Philadelphia 


death rates at 12.3 for Los Angeles 
and 13.0 for Detroit. The total ac- 
cident death rate for Detroit was 
32.3; New York 38.7; Chicago 40.1; 
Los Angeles 42.5; and Philadelphia 
47.3. 

Cities with the highest mortality 
rates from automobile accidents in 
cluded Carson City, Nevada with a 
rate per 100,000 of 88.6; Wichita, 
Kan. 68.3; Allentown, Pa. 64.8; 
Flint, Mich. 51.4, and Mobile, Ala. 
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Home Accidents 


Cities having the high accident 
death rates in the home included 
Washington, D. C 
100,000 of 33.6; Allentown, Pa. 
31.9; Scranton, Pa. 29.4; Indian- 
apolis, Ind. 27.1; Lincoln, Neb. 27.0. 


Americans 


, With a rate per 


have come to pride 


themselves on their great enter- 
prise, their great attention to social 
their 


proach to the problem 


progress and humane = ap- 

of life, yet 
they seem to meet with frustration 
when confronted with the control 
of an instrument which, while con- 
tributing on the one hand perhaps 
more than any other invention of 
the past century to the enjoyment 
of life, has, on the other hand, off 
set its advantage by a needlessly 
severe toll to life and limb. 

The cities of America are design- 
ed by their citizens and their elected 
managers to minimize every hazard 
to the life and limb yet during 1955, 
35,000 people were killed because 
the operators of automobiles were 
careless or because there were me- 
chanical faults in the cars, because 
pedestrians were not alert, or be- 
cause ordinances were either not 
well designed or not properly en- 


forced. 


Stressing Safety 


Automobile accidents in, no 
doubt, nine out of ten instances, are 
preventable as to their death deal- 
ing results. No stone can be left 
unturned by city officials, safety or- 
ganizations or groups of public 
serving citizens, to infiltrate the 
consciousness of the general public 
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that they are allowing carelessness 
and indifference to transpose one 
of man’s greatest material! blessings 
into an agency of death, dismember- 
ment and destruction. Only by con- 
stant stress and reiteration on the 
hazards of the automobile can it 
be maintained as the pleasure-giv- 
ing and business-serving engine 
that it is. 

It is evident that the rate of 
death is not coincident with the 
density of population but rathe) 
that population density with more 
rigidly enforced traffic regulations 
cuts down the automobile’s death 
dealing blow. Again it may be 
reiterated, and substantiated by 
the force of statistics, that “the 
fact that deaths from automobiles 
in congested areas are fewer than 
in those less densely populated, 
would seem to determine speed as 
the major cause of death by auto- 
mobile.”” It seems more important 
than ever that there must be con- 
centration by safety-minded private 
institutions and public officials that 
speed control on the road is of prime 
importance if motor vehicles are to 
be operated at some future date 
without any tribute needlessly ex 
acted of life and limb. 


Great Progress 


Had great progress not been 
made in developing safety handling 
of motor vehicles during the past 
twenty-five years, when the numbe1 
of automobiles has been increased 
by the millions, their operation 
would have been at such a sacrifice 
that their growth to present uses 
could not have been countenanced 

At the present time, while per- 
haps the more effective apparent 
work is being attained in the more 
densely populated areas of the 
cities, and with the recognized be 
lief that along other highways 
where speed laws cannot be rigidly: 
enforced, there is no doubt that the 
constant improvement in road con 
struction will ultimately bring 
about further decreases in the in 
cidence of fatalities as well as of 
accidents. For while speed is a 
major factor in the loss of contro) 
of cars, nevertheless, the demand 
for speed can be, to an extent, 
satisfied when highways are con 
structed to accommodate fast mov 
ing motor vehicles. 


ed 
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Truly Stands Out 


Just as the Chartered Life Underwriter key stands out among 
the rules above, it stands out on its wearer—as a symbol of 


the achievement of special distinction in our business. 


That's the reason we encourage Bankers/ifemen to earn 
the right to wear this key ... why we urge you other readers 
of this advertisement to consider doing so. There is still time 
to investigate how you may prepare locally for your CLI 


cxams. 
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Dwelling Packages 


Continued from page 33 


the distributed, 


more than 80 per cent of the agents 


when survey was 
replying were already actively sell- 
ing these new forms. This prompt 
of the 


policy by the agents in each of the 


acceptance homeowners’ 


regions probably was the most im 


portant factor in the success of 


hese forms 


“Raw” Results 
We are presenting the results of 
thi 
straight 


form 
the 


to each question 


survey in “raw” just a 
numbe) 
with 


adjusting the figures for dis 


tabulation of 
of answers 
out 
tribution of the questionnaires o1 
giving 


percentage comparisons 


which might be misleading. From 
this 
draw 


(one 


raw form, each reader 


Cran 
his own conclusions 
that 


conclusion, however, 


can definitely be drawn from these 
that the 
form has been a success with those 
companies and agents who have 
written it. The question on whether 
premium volume on these dwelling 
forms had lived up to expectations 
drew a favorable reply from practi 
cally every part of the country and 


figures is homeowners’ 


from both companies and agents. 


Suburbs Preferred 

The preference for the suburban 
markets, shown in replies to the 
next question, shows a heavy vote 
suburbs from both companies 
and agents in New England 
the Middle Atlantic states. In other 
parts of the nation the vote is split 


the 


for 
and 


almost equally between cities 
and the suburbs 

that 
forms 
that 


in the long run any single dwellings 


The indication here may be 
the 


were in 


sales for these 


quick 


Eastern suburbs but 


in the middle class bracket, city or 


suburban, can be prospects for 


homeowners’ policies. 


Conclusions 
Certainly the agreement between 
on 
that 
can 


Fur- 


company and answers 


the 


agency 
indicates 
$15,000 


next question 
around 
this 


ther on the question on terms for 


houses worth 


best make use of form. 


these policies shows general com- 


pany and agency agreement again 
on the three-year term. 


Many 


drawn 


may be 
of this 
What is 
these 


other conclusions 
from the 
special SPECTATOR survey. 


results 
now statistically definite in 
results is that the package dwelling 
policies—the homeowners’ forms 

are now fully accepted by all con- 
and 


These 
for 


cerned agents 


the 
have 


companies 


probably assureds, 


forms already earned 


themselves a permanent niche in 


the development of fire and cas- 


ualty insurance 


Spectator's Survey of Homeowners’ Policies 


N. Eng 
QUESTIONS 


Do you write a homeowner's policy? 
Yes 25 
No 30 
No answer 1 
if so, what form?* 
MPIRO 17 
Interbureau 8 
Other 0 
Why did you start to write a home- 
owner's form?* 
Public benefit 
Easier for agents 
Meet competition 
Sound pkg. protection 
Increase agency income 
No answer 
Has your premium volume on the 
homeowners policy lived up to 
expectations? 
Yes 
No 
No answer 
Comments 
Not time for fair trial 
Too complicated 
Has exceeded our expectations 
Lack of interest by agents 
What areas have been your best 
market?* 
City 
Suburban 
Rural 


New Eng., Mid. Atlan. 

E. N. Cent., W. N. Cent., E. S. 
Cent., W. 8. Cent. 

The South Atian. 

Mount. Pacific 


86 


Mid. Atlan 


Companies 


8. Atlan 
E. 8. Cent 
W. S. Cent 


E. N. Cent 
W. WN. Cent. 


Mount. Co 
Pacific Total 


1 46 
25 64 
0 1 


32 


N. Eng 
Mid. Atlan 


47 
4 
3 


Agents 


8. Atiar 
E. 8. Cent 
W. S. Cent 


E. N. Cent 
W. WN. Cont. 


Mount 
Pacific 


Agent 
Total 


21 27 
3 1 
0 0 


102 


15 23 
5 8 
5 6 
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Spectators Survey of Homeowners’ Policies—cont'd 


Companies Agents 
S$. Atlan S$. Atian 
N. Eng E. N. Cent E. S$. Cent Mount Co N. Eng E. N. Cent E. S$. Cent Mount Agent 
QUESTIONS Mid. Atlan W.N. Cent W. 8. Cent Pacific Total Mid, Atlan W. WN. Cent Ww. 8. Cent Pacific Total 


What home valuation has been the 
best market?* 
10,000 and below 


Has the sale of the homeowner's 
policy provided leads for sale 
of other policies? 

Yes 
No 
No answer 


If yes, what type? 
Accident and auto 
Jewelry, fur, floaters 
General business 
Burglary 
Marine 


What is the average term of home- 
owner’s policies you now have 
in effect? 

1 year 

3 years 

5 years 
No answer 


Because the premium for several 
coverages is combined in the 
homeowner's policy, have you 
met price resistance? 

Yes 
No 
No answers 


Comments * 
Installment plan satisfies 
No general resistance 
Burglary ins. not wanted 


Are you doing special advertising on 
your homeowner’s policy? 
Yes 
No 
No answers 


If yes, what type? 
National magazine 
Metropolitan magazine 
Local newspaper 
Direct mail 
Trade paper 
Radio 
TLV. 


What do you feel will be the future 
of homeowner's policy?’ 
Here to stay 
Great if agents cooperate 
Good 
Dim 
Limited 
Sell better in future 


ococoo-oco 
cocococoe 


Have you met any agents resistance 
to the homeowner's policy? 
Yes 
No 
No answer 


Land 
ooo 


What proportion of homeowner's sales 
are to old policyholders? 

10 percent and below 

20 percent 

30 percent 

50 percent 

60 percent 

70 percent 

80 percent 

90 percent 

100 percent (almost 

No answer 


—_ 
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Your cigarette may taste very pleasant and cool. But the temperature a 
the lighted end is from 800° to 1200°F. Is it any wonder that ca 
smoking or handling of matches causes 1 out of 4 fires? Be car 
about how you hold a cigarette—where you put it down. Have plenty 


of ash trays in your home and othice. L'se then 
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This advertisement also appears —in color — in TIME, NEWSWEEK, TOWN 
JOURNAL, NATION’S BUSINESS Clinton L. Allen, President 
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Man Who Saves You 
Money and Headaches 
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CONSULT YOUR AGENT OR BROKER 
THINK FIRST OF THE AETNA 





FREINSURANCE, TOO, 
is a necessity, contributing to 
the strength and essential service 


of the insurance industry. 
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Largest American multiple line market dealing exclusively in Reinsurance V gummy 
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